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Here is a 
great idea 
for getting 
women into 
your store 
give them a 
good contest 
as explained 
fully on 
page 73. 
Spring and 
sporting 
goods are 
both here— 
your chance 
on page 81. 
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You can sell 
the farmer 
electricity 

and all the 
appliances 
if you will. 
Page 83. 
Help your 
customers 
get the old 
front porch 
in shape 
for the 
summer 
time—on 


page 84. 
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Garage Door 


Sets 
No. 806 


Similar to No. 805 described last 
week, except that No. 27 Latch is 





supplied instead of No. 29. 


Some of the items furnished which 





lend to efficiency are shown here 
and bear out our claim— 





“National Garage Hardware is 
made to give service—and it does.”’ 
Our catalog will tell you more. 


National 


Manufacturing 
Company 


Sterling, Illinois CLOSED 
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View 

The No. 27 Latch has no 
of complicated parts to 
Swivel get out of order 


Hanger 
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Novel Plan to Get Cooking 
Utensil Buyers Into 
the Store 


Kitchen Contest for Women 











WHAT 


Give Prizes for Best Selec- 
tion of Wares by 
Feminine Shoppers 


\(e)lite mm (eo) 
Buy With 


If you were to e- 

quip your kitchen 
with cooking ufen- 
sils on that sum? 


\Ge 
4. 


> our Contest ant 


ave the fur of try- 


ng for @ prize. 


mers 


It Costs You 





HE difference be- 
tween a man and 
a woman is this. 
He likes to sell at a 
profit and she likes to 
buy at a saving. 

Show me the man who 


Will Show You Around 
Vig let you select what you 















Suggested Show 


Cards for Kitchen 


















does not like to be con- C2 ding a nang Contest ‘to Promote 
sidered a good salesman jf Hie, yhoo. a oO cpg = Sales of Cooking 
and I will show you a PNNZE 1S YOU'S. Utensils 

woman who does not Come In. It Costs You NOTHING / 

pride herself on her buy- 

ing—I am not sure 


such a woman exists. 

“Shopping,” she calls it. Shopping?—she will get 
up before daylight, walk to town without breakfast 
and fight to the last ditch for a bargain. 

Shopping it is, but she enjoys every minute of it. 

She can smell two cents around the corner and— 
well, it may be our fault after all, for we men are all a 
bit skeptical about the manner our women folk spend 
the money. At least, we make a few sage remarks 


Once in a a while for their benefit. 

We are inclined to feel that her spending should al- 
ways be less than our making. A good many times we 
are absolutely wrong—our making should be more than 
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her spending for she has cut to the limit, but we are not 
making to the limit. 

Anyway, you and I like to have a reputation as sales- 
men and inversely she treasures her buying ability. 
So here is a way to give her a chance to make that 
reputation and permit you at the same time to gain 
added laurels as a salesman. 


A Housewives’ Economy Kitchen Contest 


HE idea is this. Start a Housewives’ Economy 
Kitchen Contest. 


Announce through your advertising mediums (the 


Hardware Age 


Every woman likes to shop. In 


this article 


the writer shows how 


a hardware merchant can permit 


his women customers to indulge in 


their favorite pastime and at the 


same time advertise the fact that 


he carries a full line 


wares. 


A buying contest 


of kitchen 


that will at 


least result in a good list of women 


buyers is suggested, and the rules 


of the game are outlined.—Epi1Tor. 


This contest will give women of your 
town an opportunity to indulge their 
favorite pastime 


jaily papers, your show-windows, etc.) a suitable prize 
for the woman who will make the best selection, from 
your stock, of a complete cooking utensil outfit for a 
certain specified sum. 

This will give the women folk an opportunity to in- 
dulge in their favorite pastime and incidentally give 
you the chance to show your stock and make many 
friends. 

Each contaestant should register her name and ad- 
dress with you and a time be set when she can come in 
and make her selections. Some one clerk, preferably, 
should handle all the contestants and a time set that 
will be most convenient for him. This clerk should be 
chosen for his ability to make friendships readily and 
cement good will for the store. 

When a contestant comes in to make her selections 
he should devote his whole time to her and give her 
every attention due a customer. 

First issue to her a sample credit slip, say for $25 
or $35, and then show her everything she wants to see. 
All articles she chooses should be listed and her signa- 
ture attached. This slip should then be sealed and not 
opened except by the judges at the close of the contest. 
Be sure that her selections do not total more than the 
sredit allowance. 

Your contest clerk should be very careful and not 
do any “coaching,” not only because it would be unfair, 
but because it would be liable to cause a comeback as 
the judges might not agree with his suggestions when 
they made their awards. 

The rules of the contest should be very explicit as 
to whether the contest should cover only cooking uten- 
sils or whether it should embrace a stove, fireless cooker, 
linoleum and other things. This 
would be up to the dealer and he 
should use his best judgment as to 
this and the amount of credit to 
be given. 


As to the Advertising Possibilities 


OW for the advertising possi 

bilities of such a contest. At 
least three avenues for publicity 
throw themselves wide open along 
this line. 

First, the newspapers. You are 
entitled to a story at the inception 
of the contest because of its news 
Stress particularly the great 





daylight, 
value. 


The average woman will get up before 
if necessary, to get a real bar- 
gain 


Issue a sample credit slip, say for $35, 
and show the customer everything she 
wishes to see 


economic and educational value of the experiment. 
Invite housewives, business women, salesladies, unmar- 
ried women, all classes. 

If you have any nose for news at all a goodly number 
of the entries should afford opportunity for individual 
stories. For example, an actress from your local stock 
company, if you have one, would grab the chance for 
publicity if you would but suggest the idea to her. 
Many stores could be induced to enter a contestant 
from their salesforces. I wish I knew your town and 
could write this stuff for you, why there is hardly a 
woman or an emotion of the race that could not be 
brought in for it’s a woman’s game. 

The selection of judges, purposely postponed until 
after the announcement of the contest, should also afford 
another good news story. 

Second, as to the judges. Try to select judges who 
will give the contest caste. You know your own com- 
munity best, but I would suggest a representative from 
each of the women’s organizations, a man best repre- 
senting the restaurant and café business, possibly your 
mayor and a real honest to goodness judge. Attorneys, 
doctors and such professional men who are ethically 
bound not to advertise will jump at the opportunity to 
get publicity in this manner. Get representative men 
from such bodies as the Chamber of Commerce, Rotary 
Club and Advertising Club. Have a prominent sales- 
man on the list. Don’t overlook a chance to tie some 
well-known man or women up with your contest. 


Don’t Overlook the Show Windows 


HIRD, remember your show window. That’s where 
you get real action. Of course, your first display 
run during the contest should in- 
clude every cooking utensil you 
have for sale. Let ’em get an eye- 
ful of the best you have. Also use 
plenty of card signs telling about 
the contest and urging women to 
come in and register. Incidentally 
price each article in the window. 
The prize or prizes you select, if of 
merchandise, which would seem 
preferable in most cases, should be 
on display. 

Naturally when the contest is de- 
cided and the prize awarded you 
want to trim a fine window with 
the prize selection. 
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Spring Displays 
of Garden 





Three excellent displays of garden tools whick 

have come to HARDWARE AGE. In the circle is 

shown a window of Pelouze & Campbell’s store 

Camden, N. J.; A. Galpin’s Sons, Appleton, 

Wis., contributed the one at the left, and the 

lower display was put in by a Middle Western 
store 
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Brooklyn Association Holds Annual 
Meeting 
H 


R. L. ROHLFS was elected president of the Brook- 
* lyn Hardware Dealers’ Association, Inc., at the 
annual meeting of the association held at the Johnston 
Building, Fulton Street and Flatbush Avenue, Brooklyn, 
N. Y., March 11. Mr. Rohlfs was formerly first vice- 
president of the association and is one of the best known 
dealers in mill supplies in Brooklyn. He succeeds E. P. 
Harris, who was elected to membership on the board of 
directors. 

During the meeting H. A. Cornell presented John J. 
Snyder, ex-president of the State Association and a past 
president of the Brooklyn Association, with a silver 
mounted gavel presented by the State Association 
through John Foley, secretary, who wrote to Mr. Cornell 
requesting that the presentation be made formally at 
the annual meeting of the Brooklyn Association. 

After the business of the meeting the members ad- 
journed for a banquet. 

The officers elected for the ensuing year are as fol- 
lows: President, H. R. L. Rohlfs; first vice-president, 
Fred Horn; second vice-president, Albert Wilkins; sec- 
retary, Robert Pearsall; treasurer, Henry Bond; board 
of directors, R. J. Atkinson chairman, H. A. Cornell, 
E. P. Harris and E. C. Krieger. 

The Brooklyn Association is the largest local organi- 
zation of hardware dealers in New York State and an 
indication of its work and importance is shown by the 
report of the secretary, Robert Pearsall, which follows: 

Secretary’s Report 

“During the year from March, 1919 to 1920, twelve 
regular meetings were held. No special meetings were 
called during the year. The president, Mr. E. P. Harris, 
presided at every meeting. The meetings were all uni- 
formly interesting, well attended and very helpful in 
many ways to all members in attendance. Much valua- 
ble information was obtained by members keeping in 
touch with one another, getting information about 
goods, and where to obtain them. A noticeable feature 
of our meetings was the desire and willingness of our 
members to help one another in obtaining supplies or 
posting each other on prices, and where to get goods 
that were short in the market. This courtesy and good 
fellowship has been a very strong feature in our meet- 
ings. A number of prominent men in the trade were 
present at our meetings during the year and made 
addresses. The trade journals reported our proceedings 
with more or less regularity. 

“T think the most prominent feature of the meetings 
was the questions and answers. This department, under 
the care of Mr. H. A. Cornell, has made active progress, 
and is easily the most prominent feature of our 
meetings. 

“The Bulletin Board has not been so active this year. 
The demand for goods has been so large that the mem- 
bers have not had to resort to this method to get rid of 
their surplus stock. 

“To sum up, the meetings this year have been fully 
equal to any year in the life of the association; if not 
better, they certainly show no lack of interest. 


No Resignations Last Year 
wes complete membership in 1918 and 1919 was 
108. During the year there have been no resigna- 
tions. We have lost by death Mr. Thomas G. Duncan, 
our first president, and Jacob Willman. Total, two. 
“The attendance during the year was very satisfac- 
tory, fully up to any year in the life of the association. 


Hardware Age 


The largest average attendance we ever had was in 1917, 
when the average was 29 2/5 per cent. 

“The smallest attendance was Feb. 12, when the 
worst storm of the winter was raging. The largest 
attendance was in March—58. 

“The following members were present at every meet- 
ing during the year: Messrs. Atkinson, Cornell, Har- 
ris and Pearsall. 

“The following were present at every meeting but 
one: Messrs. Krieger, Klein, Daly, Rohlfs, Rubino, 
Schneider, Taylor and Wilkens. This is a most excel- 
lent showing, and speaks well for the interest in our 
meetings. Messrs. Harris, Cornell, Atkinson and Pear- 
sall have been present at every meeting for four years 
and eight months. 

“The Association has not developed anything of a 
special character this year. It has gone about its work 
in a careful, efficient and effective way. It has in- 
creased its annual dues from $6 to $8 without a mur- 
mur or a protest. 

“Under the continued direction of Messrs. Cornell 
and Atkinson our yearly summer outing has come to 
be one of the redeeming features of the year. A wide 
interest is being taken by our members in the fire 
and auto insurance of the State Association. The large 
rebate on premiums returned to the members each 
year more than pays all their costs in the Association 
and leaves them a nice margin. Messrs. Brennan and 
Flammon continue as our counsel and have settled 
many claims of our members to their entire satisfac- 
tion. The Association still has the largest membership 
in New York State. It has no debts and has a good 
balance in its treasury. It has no cliques and no trou- 
bles in sight. Its membership is all working in har- 
mony, and the result can be but one thing—continued 
prosperity.” 


Brief Business Notes 


Henry T. Stetson, president of John N. Lindsley, Inc. 
dealers in hardware and plumbing supplies in Orange, 

J., announces that William F. Rockwell, vice-president 
and general manager of the corporation, has resigned, 
and that Messrs. J. Newman Barkman and Frederick W. 
Warriner, both old employees, have been elected treasurer 
and secretary, respectively, of the corporation. 


The Woods Hardware Specialties Corporation, Green- 
field, Mass., has been incorporated with a capital stock of 
$99,000 by Albert E. Taylor, John L. Eppler and Edward D. 
Woods, to manufacture hardware and metal products. 


The Auto Chain Pull Co., Oklahoma City, Okla., has 
been incorporated with a capital stock of $200,000 by W. 
B. Smalling, Oklahoma City. E. E. Brown and J. K. Gaul- 
ing, Sioux City, to manufacture automobile chains. The 
new company is planning for the erection of a local plant. 


The Bergstrom Stove Co., Neenah, Wis., manufacturer 
of stoves and ranges, has increased its capital stock from 
$125,000 to $150,000. 


The Premier Tire & Rubber Co., Ltd., Hamilton, Ont., 
Can., has been incorporated with a capital stock of $300,000 
by Roland E. Wright, Heber T. Pyke, Obed W. Markle and 
others to manufacture automobile tires, tubes and rubber 
goods. 


The Union Horse Nail Co., New Haven, Conn., has in- 
creased its capital stock from $300,000 to $780,000. 


The Turnbull Wagon Co., Defiance, Ohio, has arranged 
for a change of name to the Defiance Motor Truck Co. It 
is remodeling its works to devote the entire output to mo- 
tor trucks and parts, discontinuing other lines of manu- 
facture. 


The Reliable Mfg. Co., Indianapolis, Ind., has been 1n- 
corporated with $50,000 capital stock, to manufacture metal 
products. The directors are George M. Wolpe, Edward J. 
Kappeler and Charles Ritchel. 





Show Windows That Sell 


How a Decorator for an Omaha Hardware 
Store Gets Excellent Display Results 
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Robert Martin trimmed this excellent display for the Milton Rogers & Son’ Company, Omaha, Neb. 
Mr. Martin’s displays have a touch of real life that adds to their effectiveness 


a slacker. It doesn’t even pay rent on the valuable 
Instead of helping the sales- 
man behind the counter, it actually handicaps him by 
increasing the store overhead and cutting down his 


\ WINDOW display without a definite objective is 


space it occupies. 


chances for better pay. Sometimes I think the biggest 
feature of any window display is the boost it gives to 
the morale of the selling force. The more it helps to in- 
crease sales, the more confidence and pep it imparts to 
the men who wrap up the goods and make out the sales 
slips. 

Whenever a discussion on store windows bobs up, 
my mind harks back to a tip I once received from a 
student of human nature who never trimmed a window 
in his life. It was in the smoking compartment of a 
Pullman car and a bunch of would-be experts were air- 
ing personal opinions of window displays. We had just 
about settled the question to our own satisfaction, 
when a sporty looking individual wearing a plaid vest 
butted into the game. “Boys,” he said, “I never trimmed 
a window or sold a chunk of hardware in my life, but 
I've rubbed up against the public long enough to know 
that this chatter of yours is mostly bunk. For the last 
twenty years I have put on side shows, museums and 
exhibits in every steam heated village from New York 
to Frisco. More than half of the time I have staged 


my shows in vacant store buildings on street, where the 
cops refused to let the snake,charmer get near the front 
door. I have had to play the windows to the limit of 
my stack, and I have learned a few things about the 
public. They want life and action in the window. I 
can stop a crowd and block the traffic any old day with 
just a common garter snake or a mud turtle on display. 
I can bring them in in droves by allowing the perform- 
ers to take turns in the window, even though they never 
actually pull a stunt. I give the folks a suggestion of 
what is going on inside and sell them the show. The 
rest is e.sy. Why the Dickens don’t you guys pull the 
same stuff. It ain’t a hammer they want—it’s the box 
the hammer will build. Quit selling hardware and sell 
houses. It is just as,easy and pays better.” 


Log Cabin Sells Saws and Axes 

OBERT MARTIN, who trims the big display win- 
dows for Milton Rogers & Sons Company, out in 
Omaha, evidently harbors a few thoughts that line up 
with those of the old show man referred to. His win- 
dows show real life whenever possible, and always carry 
a suggestive punch that makes the follow-up sales ef- 
fort easy. A recent trim, used to further sales of saws, 
axes, wedges and similar tools fairly bristles with ap- 
peal to the man of the woods. The background takes 
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the form of the front of an old-fashioned log cabin, 
artistically fashioned from slabs with the bark on. 
Near the door is a rustic chair, and leaning against the 
door frame is a double barreled shot gun which acts as 
a hanger for a woodsman’s coat. At one side of the 
cabin is a camp fire with a kettle suspended over an 
imitation fire. Sections of log, old-time chopping 
blocks, are scattered about the door yard, which is 
littered with chips. Axes are stuck in the wood blocks, 
or leaned carelessly against them, while a cross-cut saw 
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stands against the front wall of the cabin. Buck saws 
are shown hung across saw-bucks, with wedges and 
hatchets arranged in the chips near the front of the 
display. The real life is found in the presence of a 
rabbit, which may be seen just to the right of the cabin, 
This window not only sold many of the tools displayed, 
but developed a good demand for guns and other hunt- 
ing lines from men whose sporting blood responded to 
the lure of the old log cabin. You will always find ready 
response to the sporting instinct. 


Ideas for Merchandising Rope 


year 1907, which, as I recall, was the year of the 
money panic. 

They were trying days for me, being a greenhorn and 
a cub. 

I was not given any customers who had already 
favored my house with their business, but was told to 
gp out and get new business and assigned to territory 
covering practically the entire State of New Jersey, 
part of New York State, part of Connecticut, Long 
Island, Brooklyn and New York City. 

But I think myself very fortunate in being connected 
with, what I consider, the best manufacturing rope 
concern in the United States, if not in the world. 

I remember one large concern in particular which per- 
sisted in selling manila rope by the foot instead of by 
the pound which, by the way, is the universal method 
of selling this product. I could not seem to convince 
them that selling rope by the foot was all wrong. It 
can be worked out fine that way, in a small country 
store, where a man comes in and says, “I want 100 feet 
of %4-inch rope.” The owner or the clerk has lots of 
time to measure out this 100 feet of rope, because time 
does not seem to count in the country store. 

But take the city hardware store. The clerk is, nine 
times out of ten, liable to give the buyer 120 feet of 
rope, instead of 100 feet, which means a loss to the 
dealer of 20 feet, or on this particular size 31% Ib., 
amounting in money to, approximately, to-day $1.60. 

Now, figure this out, to the end of the year, on a few 
experiences of this kind, the owner of the store selling 
rope by the foot, is losing money on this product. My 
advice to the hardware dealer is to sell rope by the 
pound, the way it is sold to them by the manufacturer, 
instead of by the measure. 

In regard to special sales any of my customers have 
made, I recall one hardware house in New York City 
which had never pushed the sale of rope very much, but 
one day got hold of an inquiry for a theatrical contract 
calling for about 12,000 lb. of pure manila rope, which 
is a large quantity for a hardware dealer to fight for. 

They called me on the ’phone and we both got busy 
that day with the inquiry, and at the end of six days 
they had landed the order and the rope was on the way 
South. 

I found all they needed was just a little more “pep.” 
Since that time they have developed into one of the best 
rope accounts we have on our books. 

In regard to window display of rope. A beautiful 
window display can be made out of manila rope. 

I had one customer in New Jersey who had the most 
beautiful rope window I have ever seen in my travels. 

We had given him two heads of “manila hemp,” which 
he had hung on both ends of the window and which 
reached from the ceiling to the bottom of the window. 


I STARTED on the road, as a rope salesman, in the 


In the center he had some of our “Wall Brand” manila 
rope in various sizes with the ends all unravelled and 
combed out, showing the length and the purity of the 
fiber. 

Then we had made up for him a special coil of manila 
bolt rope of three strands, and had dyed one strand 
red, one strand blue and left the other strand the nat- 
ural color of the hemp, white, which stood out very, very 
prominently as the “Red, White and Blue,” and had a 
sign on it reading, “Made in America.” 

Needless to say, the window made a big hit and always 
had a crowd looking in, and, I believe, drew a prize from 
one of the hardware magazines. 


Advertise Your Rope Department 


[* reference to newspaper work, I find very few hard- 

ware dealers advertising manila rope. I have brought 
this matter to their attention, with very little success as 
yet. Rope should be to all hardware dealers just as 
important an article to advertise as builders’ hardware, 
paint, etc. If you visit the average hardware store you 
are not aware that they handle rope unless possibly 
they may have a sample board stuck in some corner 
and your eye just happens to wander that way. 

And it is the same way in reference to follow-ups. 
They may get an inquiry for two or three coils of rope, 
write me for a price, then quote the prospective. If they 
land the order, “all right,” if not, “I guess he bought 
somewhere else.” 

If the order is not received in a certain time they 
ought to have their representative call, or if they have 
ng representative, write the prospective a letter, inclos- 
ing a stamped return envelope for the reply, and find 
out where they lost out, and say, “better luck next 
time.” 

Now, there is just one more matter which I would 
like to call to your attention and also to the attention of 
your magazine and that is the subject of pure manila 
rope. 

As you know, there are all kinds of so-called pure 
manila rope in the market to-day. I say and know, 
and am sure you will agree with me, that every legiti- 
mate hardware dealer in the country, regardless of 
where he is located, should not stock or buy any manila 
rope that is not made by a strictly reliable concern and 
should be stamped 100 per cent pure on the bagging. 

I am trying at the present time to educate the dealers 
who handle the cheap grade of rope known as “hardware 
grade” to my way of thinking and believing, that it 
is better and cheaper in the long run to stock the best 
grade of manila rope that money can buy than to stock 
the so-called “hardware rope” and worry whether some 
man is going to be injured or possibly killed, using the 
cheap rope he sold him, and if he will be held responsible 
and perhaps go to jail. 























A Washington Birthday window 














The “men’s” window of Murta-Appleton Co. 


Clearing Out Left-Over Merchandise 


Charles H. Turner, Albany, N. Y., Shows How It Can Be Done—An After-Inventory 
Sale That Was Somewhat Different 


found that there are on hand many broken lots 

and odds and ends of merchandise which, while 
perfectly good, are for some reason moving slowly. The 
wisest thing is to get all of these cleaned out before 
the spring merchandise arrives, and the best way to 
do this is to have a sale which will draw the people. If 
some of the goods are marked down to attractive prices 
they will move swiftly and, moreover, customers who 
attend will purchase many goods at the regular prices. 
By all means, then, have a sale. 

One of these sales that was “somewhat different” was 
inaugurated by Chas. H. Turner, Albany, N. Y., who 
had a Washington’s Birthday Sale. His ad was adorned 
with a cut of Washington, and was captioned: 


FIRST IN WAR, FIRST IN PEACE, FIRST IN 
THE HEARTS OF HIS COUNTRYMEN 


The approaching anniversary of the Father of 
His Country needs no special celebration to per- 
petuate his memory, but all should, in their own 
way, glorify the occasion as befits the individual 
or firm. Hence, if we signalize the occasion com- 
mercially we are fully justified. 

Therefore, we purpose, at our Washington’s 
Birthday Sale, to offer some 100 per cent merchan- 
dise at 80 per cent prices—and direct your atten- 
tion to our east window, where are displayed nickel 
and aluminum goods, chafing dishes, casseroles, 
percolators, tea and coffee pots, marked with our 
regular prices, from which we will deduct 20 per 
cent, and this special sale will last until March 1, 
when the regular prices will be restored. 

The advisability of your early attention to this 
is suggested. 


N FTER the inventory season is over it well be 


CHAS. H. TURNER. 


There were two special windows fitted up to catch the 
eye of the passing crowds, many of whom, perchance, 
had not seen the newspaper advertising. The first was 


the “special sale window” mentioned in the ad. In the 
center was a big gas stove, on which were set a number 


of aluminum and enamel ware utensils. A low table 
held a number of broken lines of china, and another dis- 
closed percolators and chafing dishes. Down in front 
was a complete aluminum set, back of which was a 
plainly lettered card: 
YOU DON’T READ BY A TALLOW DIP 
You don’t reap with a scythe. You don’t write 
with a quill. 

Why, then do you expect your wife to bake and 
preserve with the antiquated cooking utensils that 
your grandmother used? The old, heavy porcelain 
preserving kettles, the iron pots, the stone jars, 
the rusty tin pans should be relegated to the scrap 
heap. 

Is there a birthday coming? 
with a modern 

ALUMINUM COOKING SERVICE 
and see how much better and quicker her tasks will 
be accomplished. Come down and see a demonstra- 
tion of our line. 


Surprise her, then, 


The second window was a patriotic one. Near the 
ceiling was a large gilded eagle, holding in its talons a 
large flag, which trailed down upon the floor. There 
were three stands of flags of graduated sizes, and at one 
side a large flag was entirely of crepe paper roses of 
red, white and blue. A card, plainly but not glaringly 
lettered, advised that flags of all sizes suitable for Lin- 
coln or Washington’s Birthday were sold inside, and 
gave prices on different sizes and qualities. 

Gave Souvenirs Away 

OWN the center of the store was ranged a number 

of tables, each containing a single line of the ad- 
vertised goods. Every article was marked with the 
price—which was 20 per cent below the regular one 
At the rear was the souvenir booth, gaily decorated with 
flags. On the first day souvenirs were given to all, and 
on the succeeding days to everyone who made a pur- 
chase. These were blotters, with leaves of red, white 
and blue, and a celluloid back, on which was stamped 
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the flag and a verse from The Star Spangled Banner. 
In order to secure one of these flags the visitor was 
given a little slip on which he wrote his name and ad- 
dress, and this was exchanged for the patriotic blot- 
ter. The names and addresses thus secured formed a 
very valuable mailing list for circularization. 

Another firm that made the most of the February Sale 
period was the Murta-Appleton Co., Philadelphia, who 
featured tools for men and aluminum wear for the 
ladies. Instead of taking a full page for advertising 
they used two half pages, one appealing to the men and 
boys, the other to the ladies. In the first they sug- 
gested: 

USE SOME OF YOUR SPARE HOLIDAYS IN 
FIXING UP THE HOUSE 

Practically every man and boy likes to use a tool 
of some sort—and there is always something about 
the house, barn or garage that needs attention. 
Take advantage of our big FEBRUARY TOOL 
SALE and invest in some GOOD tools. Just take 
a look at our tool window—and from the compre- 
hensive exhibit there find out what is lacking in 
your own tool chest. 

BOYS! 

Now is the time to acquire a tool chest of WORTH- 
WHILE TOOLS. Buy them, one at a time, when- 
ever you have the money to spare. Come in and 
talk the matter over with our too lexpert. He will 
tell you the best kinds for every purpose. 


Their window backed up their newspaper advertising, 
as it showed a complete tool cabinet, with saws hung on 
the door, a complete kit in the open cabinet, and draw- 
ers below for nails, sand paper, plans, blue prints, and 
some of the larger tools. Small tools were scattered 
over the floor, each tagged with the name and the price. 

The ad aimed to appeal to the ladies suggested: 


GIVE THE SPRING BRIDE ALUMINUM 


The spring bride who goes into a cozy little nest 
of her own will greatly appreciate a complete alumi- 
num service. Any of the articles offered during 
our FEBRUARY ALUMINUM SALE will make an 
appropriate gift; while for a club present nothing 
could be nicer than a complete Aluminum Service— 
presented at a luncheon and aluminum shower. 

Don’t fail to see our dainty Aluminum Shower 
table—and then note the great saving on aluminum 
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utensils in general, displayed on the many gur- 
rounding tables. 


Inside the store there was a large section devoted to 
aluminum wear, marked at a special price, each table 
being devoted to a single specialty—cups, plates, spoons, 
kettles, stew pans, etc. In the center was set the 
aluminum shower table, which was greeted with excla- 
mations of delight by all. Above it, partially enveloped 
in clouds of rose-hued tulle, was an aluminum tea- 
kettle, filled with pink and white sweet peas, artificial, 
From the spout was pouring a shower, alternately of 
yellow ribbons, and strings threaded with puffed rice 
grains, which extended to the edge of the table. The 
table was set for a luncheon, with nested aluminum 
wear, filled with sweet peas, as the centerpiece. At 
each place was a small aluminum kettle filled with sweet 
peas. Piled on a sma!l table near by were many wrapped 
packages, each containing an aluminum utensil, each 
with a card of felicitation. 


After the Farmer’s Trade 


HEY catered especially to the rural trade, knowing 
full well that the farmers’ families were among 
their best customers. To all of their patrons they sent 
a notice of the sale, and enclosed in the same envelope 
was a form letter, with name and address inserted on 
the typewriter: 


Dear Madam :— 

When you come to town to attend the BIG FEB- 
RUARY SALE, as of course you intend to do, come 
right to our rest room on the second floor, deposit 
your bundles, have a cup of steaming hot coffee, and 
thus refreshed, be well equipped to make a tour of 
the store and investigate our wonderful bargains. 
Sit down at our writing desk and write a letter 
or make out a shopping list. On a shelf near the 
desks you will find telephone book, city directory 
and guide book to points of interest. Come here 
to rest and meet your friends. In short, make 
yourself at home in 


THE HARDWARE STORE WHERE WOMEN 
LIKE TO SHOP 

Speaking of the results of their aluminum sale, the 

manager said: ‘Enameled ware and aluminum should 

be featured consistently and persistently. It should 

be shown in the windows at frequent intervals. It 
should be advertised with enthusiasm. 


Coming Conventions 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION, composed of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention and Exhibition, At- 
lanta, Ga., May 4, 5, 6, 7, 1920. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

LOUISIANA RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Alexandria, La., May 10 and 11, 1920. 
R. D. Nibert, secretary, Bunkie. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J.. May 11, 12, 18, 14, 1920. Headquar- 
ters, Marlborough-Blenheim. John Donnan, secretary, Rich- 
mond, Va. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION CON- 
VENTION, Atlantic City, N. J., May 11, 12, 13, 14, 1920. 
Headquarters, Marlborough-Blenheim. F. D. Mitchell, sec- 
retary-treasurer, Woolworth Building, New York City. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVENTION 
AND EXHIBITION, Greenville, S. C., May 11, 12, 13, 14, 1920. 


Headquarters, Imperial Hotel. T. W. Dixon, secretary- 


treasurer, Charlotte, N. C. 


NATIONAL RETAIL HARDWARE ASSOCIATION CONVENTION, 
Buffalo, N. Y., June 22, 28, 24, 25, 1920. Headquarters, 
Hotel Lafayette. Herbert P. Sheets, secretary, Argos, Ind. 


ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION, 
Feb. 15, 16, 17, 1921. Headquarters, Hotel Sherman, Chi- 
cago. Leon D. Nish, secretary, Elgin. 


Recent Deaths 


John S. Mowry, domestic sales manager of the Charles 
H. Brown Paint Company, Brooklyn, N. Y., died at his home 
in Freeport, L. I., recently following a short attack of pneu- 
monia. Mr. Mowry was well known in the paint trade. 

Prior to his connection with the Brown Paint Company he 
had been New York manager for the Patton Paint Company: 
He was 67 years of age. He is survived by a widow. 
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Make your window tell the story and give the sportsman a thrill 


Spring Opening of Sporting Goods 


A Good Stock Will Bring the Men in at This Time of the Year — Make the Hardware 
Store the Headquarters for Base Ball and Fishing Enthusiasts 


HERE is no class of hardware store lines that has 

a greater real interest for its users than sporting 

goods, particularly fishing tackle. The man who 
uses sporting goods is always interested in looking over 
anything new in the field he likes best, and the fisher- 
man begins to get his rods and fly books, his reels and 
lines ready before the ice is off the streams or the 
closed season off the trout. 

The hardware man ought to cash in on this live in- 
terest in his goods by holding an opening, a spring 
opening, at least a couple of weeks before the season 
really begins. 

Curtain off as much space in the store as can be 
spared for the purpose and used advantageously and ar- 
range to give up that space to sporting goods display for 
a week, 

Move unnecessary cases and counters out of the way. 
Never mind if it does involve the moving of something 
that has been in the same place so long that it is re- 
garded as a part of the building. The more radical the 
change in the appearance of the place, the more interest 
will be aroused. 

Display the goods, the fishing tackle, let us say, in 
such a way that everything can be seen to advantage, 
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and everything you are willing to have handled can be 
picked up. Have some seats where visitors can sit down 
and take their time to talk over sporting events with 
acquaintances. You are out to make the event profit- 
able, but you want a sort of exhibition atmosphere to 
prevail to the extent that people will feel that they are 
expected to see the show rather than to make many 
purchases. 

If you can make the display really attractive, have a 
sort of private view the evening before you have an- 
nounced the opening, and to that event invite some of 
the sportsmen you know, asking them to bring friends. 
Have music of some kind, cigars, perhaps something to 
drink. Announce that absolutely no sales will be made 
at that time; that it is just a chance to see some of the 
new season’s lines. 

In order to make such an opening interesting, there 
should be as many novelties and unusual things as you 
think you can buy at least samples of without getting 
stuck. Novelty in sporting goods will arouse interest 
and create conversation and make people stay and talk 
about it, even if the new things do not prove salable. In 
putting on a show, you want something to exhib‘t that 
is worth while. 





NNOUNCE the opening by generous advertising 

through the newspapers and by a circular letter to 

all the sportsmen you can reach. Write them something 
like this: 

Dear Mr. Black—Our 1920 line of fishermen’s 
supplies is now complete and we have never had as 
good things for you as we have now. 

We want every sportsman to see the line while 
it is new, and we are going to have a little exhibi- 
tion of the goods for a week, beginning ‘ 

We have given up a lot of extra space to the line 
so we could display it where the things can be seen 
well. We call this exhibition our Annual Spring 
Sporting Goods Opening. 

Come in at any time. Bring along some friend. 
Sit down and take your time to see what we have, 


The tennis and baseball season will be here soon 


and don’t buy a thing unless you want to do so. 

You will not be solicited to purchase, because this 

is mainly an exhibition. 

You may be sure that any real fisherman will be on 
hand at the first opportunity to see what you have. 


Goes South for Health 


John A. Frazer, the efficient general manager of the 
great Canadian wholesale house of Lewis Bros., Inc., Mon- 
treal, passed through New York this week on the way to his 
old home in Atlanta, Ga. 

Mr. Frazer has just passed through a very serious illness. 
A severe case of grippe followed by pneumonia taxed his 
strength and his determination almost to the breaking point. 
For three weeks his life hung by a very slender thread, but 
in the end his good nerve and his splendid constitution won 
out. When we saw John he looked peaked, and his legs were 
trembly, but there was a sparkle in his eye, and he was on 
the way to a speedy recovery. 

In the mild, invigorating atmosphere of his old Southland 
Mr. Frazer will be his old self in thirty days. Thousands 
of hardware men who know John Frazer and appreciate his 
sterling constructive qualities will rejoice to learn of his 
recovery and join HARDWARE AGE in the wish that he may 
soon be back at his desk exerting his great influence in the 
expansion of Canada’s rapidly developing hardware _ busi- 
ness. 
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You might hint in your advertisements at any special] 
novelty you have secured. 

Keep the whole display curtained and keep out the 
curious until the opening time. Arouse their curiosity 
as much as you can. Everyone who sees the space cur- 
tained off will wonder and plan to come back for the 
opening. For curtain material use sheets or rugs or 
anything that will shut out the gaze of the curious. 

Have plenty of light on the exhibit. Put in additional] 
lighting units so the whole display will be brilliantly 
illuminated. 

As to using window displays in connection with this 
opening, it will probably be most effective to have a 
window devoted to a very few items, or to a display of 
some one feature, while plenty of show cards tell of the 
big opening display inside the store. If you put your 
whole variety into the windows, that will lessen the 
tendency of the observer to come in. He will think he 
has seen it all and that it is not worth while to enter 
the store. You want to get people in where they will 
take time to see more in detail what you have and what 
the things are like. 

Give ’Em a Souvenir 
~~ will perhaps want to give visitors some kind of 
a souvenir in the way of a novelty advertisement. 
This need not cost much, and may be a pocket drinking 
cup or some novelty supplied by a manufacturer of 
your goods. 

Don’t forget to make your appeal strong to the sports- 
men who combine métoring with their other pleasures. 
There are many sportsmen’s articles that are devised 
especially for the motorist, and the sales you make of 
these are additional sales. Go after the motorist’s busi- 
ness on these seasonable sporting goods as well as along 
other lines. 

Among other things you should have complete in- 
formation about the fish and game laws of the state so 
you can answer any question that arises along this line. 
Information of that sort ought always to be available 
where sporting goods are kept, and possibly you may be 
able to make up a bulletin or chart covering the laws, 
and post this in a conspicuous place. 

Just because your town is small is not a reason to 
think you cannot make a spring opening profitable. 
Just because the store space is small is not a reason for 
passing up this opportunity. If you want to try the 
plan, you can find space, and you will find more people 
interested in coming to the opening than you supposed. 

Then make it an arinual affair, as the letter intimated, 
and each year it will pull better and pay better. 


Masback Dinner 


The outside salesmen of the Masback Hardware Company, 
Inc., tendered a beefsteak dinner to R. J. Masback, president 
of the firm recently on the occasion of his sixtieth birthday, 
at “Castle Cave,” 271 Seventh Avenue, New York. J. J. 
Armstrong, manager of the firm, presented Mr. Masback 
with an engraved loving cup on behalf of the sales force as 
a token of their esteem. 

The cup was handsomely engraved and a fitting token of 
their regard for the president of the firm by which they 
are employed. 

3efore the dinner the salesmen held their annual meet 
ing at the Hardware Club. Those who attended thi dinner 
in honor of Mr. R. J. Masback were: K. S. Durham, 5? 
C. H. Beneke, C. Masback, C. M. Dewey, C. A. Johnson, J. J. 
Armstrong, W. L. Vetter, C. Oakman, F. W. Lewis, FE. ‘ ook, 
M. G. Hayden, E. Vetter, L. H. Johnson, N. B. Carlberg, 
G. J. Cook, G. F. Marweed, H. E. Masback, E. R. Masback, 
W. Clair, C. Hausman, W. Hodge, K. S. Durham, Jr., F. 
Yeager, J. C. Worden, P. Oliver, R. H. Meier, C. Kk: ‘ppler, 
W. C. Fenning, D. Godschalk, W. Coleman. 









Selling the Farmer Electricity 


The Hardware Man’s Duty to His Country Cousin— 





The Possibilities of Farmer Lighting Systems 
—Keeping Up With Progress 


HENRY, who has been acknowledged as Amer- 
() ica’s best short story writer, gave to the world 
* an amusing tale regarding the modern farmer. 
The story told of a deeply conceived plot on the part of 
two city swindlers to sell to a rich farmer some worth- 
less mining stock. These city chaps, it seems, did not 
know: much about farmers except that they had always 
understood they were rather gullible and, inasmuch as 
they were always supposed to be the victims of sharpers 
{n the olden days, they saw no reason why they should 
not unload the stock on Mr. Farmer. 

All the scenes were set and the two Metropolitan 
“slickers” visited the would-be victim. The culmination 
of the story is to the effect that when they arrived on 
the farm they were greatly surprised. The house was 
of the ultra-modern type, it was electrically lighted, a 
phonograph played the latest Broadway tunes, the read- 
ing table in the library was covered with market re- 
ports, the farmer was dressed even to suit the fastidious 
tastes of Beau Nash, and except for the wide expanse of 
fertile fields and the live stock, everything was just like 
the city. They didn’t sell the farmer the stock, but, as 
I remember the story, the farmer succeeded in getting 
the two men into a game of blackjack and they had to 
walk back to town minus their bankrolls and some of 
their clothing. 

The story is not overdrawn. It is the exact facts, at 
least up to the place where the card game commences. 
Every well-to-do farmer is to-day enjoying all the con- 
veniences of the city, with the added luxuries which 
the farm affords. That more of them are not living 
“the life o’ Riley” is the fault of the hardware dealer 
who caters to farm trade. ° 

On the market to-day are more than a score of ex- 
cellent farm lighting systems, miniature plants for fur- 
nishing electricity for the farm by which the farmer 
can become a combination city chap and farmer with 
but little expense, which in the long run will prove 
cheaper than being just a farmer or just a city chap. 

For instance, one of these plants will not only furnish 
lights for the horne, the barn, the small buildings, but 
will also give the farmer power enough to run the 
vacuum cleaner, the washing machine, the churn, the 
coffee percolator and toaster, the cream separator, and 
anything else which is electrically run. 

I remember on the farm where I used to live the hard- 
ships encountered before we installed electricity. And 
the danger, too. The old drudgery of going to the barn 
late in the evening with a lighted lantern which was 
put down at most any convenient place, sometimes di- 
rectly under the hayloft, while the chores were com- 
pleted—and the cold morning when I had to go out 
and chop wood in a dimly lighted woodshed so that the 
slow process of preparing breakfast and getting a little 
hot water could be commenced. 


The Lower Insurance Rate 


ND then the day when we installed the system, 
which was at that time a mere experiment. We 


wondered just how it was going to work out and it was 
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but a short time when we found out much to our gatis- 
faction. It seems to me as I look back that the one joy 
which stood out the most was the fact that we always 
had not water, day or night, from them on. However, 
the fact that the washing machine and vacuum sweeper 
were run by electricity brought joy to come of the hearts 
in the household. But there was one thing upon which 
we all agreed—the insurance rate was cheaper. In 
fact on all the buildings it was so reduced that we 
figured it would be but a few short years when the 
system would have more than paid for itself, besides 
giving us all the added comforts of the city. 

I often wonder what farmers can be thinking about 
who will year in and year out go on paying the higb 
insurance premium and taking the chances of having 
all of their property destroyed by fire when they cap 
eliminate much of the risk and lower the insurance 
premium by installing a modern lighting system. 

The live-wire hardware dealer should have some one 
of the many makes of lighting systems in stock. He 
should make it one of his farm leaders for many obvious 
reasons. In the first place he is doing the farmer a 
good turn when he convinces him to install the system 
Then he will also have the future sales to take care of— 
the washing machine, the percolators, the vacuum 
cleaners, all electrical small goods and in short every 
solitary thing which is run by electricity which he keeps 
in stock. 

Of course it occurs to you that these new-fangled 
things are only for the rich, that the average farmer 
can’t afford them. Why, man, the average farmer can’t 
afford to be without ’em! If he sticks to the methods 
which his grandfather used he will always be “just 
farmer” and never will be rich. He isn’t driving oxen 
any more, is he? Of course not; probably he is driving 
tractor. He doesn’t make butter with a bowl and big 
spoon, does he? No. Well, it’s up to you to make him 
take another step along with progress and have elec- 
trically propelled appliances in his modern home. 

And in connection with this come two articles to 
hand, both of them published the same week. One ia 
from the Literary Digest, while the other is found in 
The Farmer’s Wife. Statistics, according to the first 
named well-known weekly, conclusively show that the 
big majority of women on farms in New York State 
are having a tough time of it, working from 14 to lf 
hours a day and then not getting all the work done 
None of them has modern equipment with which ta 
work and it is a case of fetch and carry all day )ong. 
This is in progressive New York State, where every 
country district is in the territory of some excellent 
city hardware store. I still claim it is the hardware 
men’s fault. 

The Farmer’s Wife, however, has a different tale to 
tell. This publication is from St. Paul and relates the 
story of blue Monday vanishing, due to the washing 
machines, electrically run, which are to be found on 
the Western farms. Minnesota dealers, please notice. 
Evidently they have seen the need and have been pro- 
gressive enough to grasp the opportunity. 





The Dealer’s Duty to Farmers 


OWEVER, every section of the country should see 

to it that the farmer is made comfortable. We 
depend upon the farmer for so much that it isn’t fair 
to expect him to live a life of aches and pains. He has 
the right to things that are modern just the same as 
the city man and it is only a matter of showing him 
the next time he comes in the store. Give him a sys- 
tematic educational campaign if necessary. Step by 
step teach him to understand the comforts and economy 
of farm lighting systems. Show him the diminishing 
insurance rate which drops in proportion to the modern 
equipment that he has on the premises. Tell him how 


Getting the Porch 


N planning to buy furnishings for a porch the aver- 
age person usually thinks first of their favorite fur- 
niture store as being the place to select the various 

items that go toward making their porch a comfortable 
place to spend their leisure time. But a hardware store 
can carry a line of very attractive items for this pur- 
pose. One of the main things to consider is a porch 
swing, and one of them placed in the store invites the 
lady, who is waiting for her husband while he makes 
his purchases, to rest there. If the one on display is 
wisely chosen, it excites interest enough on her part so 
that an observant salesman can soon engage her atten- 
tion as to detail of construction and advantages of 
various features. 

This has happened many times at Warner Hardware 
Company’s store, Minneapolis, Minn., as they have had 
one of the best patterns of swings on their main sales 
floor and have found it a business getter in many ways. 
Mounted on a substantial metal frame, which renders 
the whole outfit portable, it forms an attractive dis- 
play item and a convenient resting place for shoppers. 
The tactful salesman soon is able to explain the vari- 
ous adjustments to those interested, and call attention 
to the superior construction of the springs and the 
canvas used in both the cushion or pad and the end and 
back pieces. The question nearly always arises as to 
whether the metal frame has to be purchased with the 
swing, and the answer comes quickly that it is not nec- 
essary, as the swing can be hung from the ceiling with 
chains which are furnished with the swing. 


On the Old Front Porch 
Cer- 


[5 more than one pattern of swing carried? 
tainly, but for wearing qualities, and appearance 
and general all ’round value the one shown is the best 


value. The differences are soon explained, and quota- 
tions given on other grades and kinds, with usually the 
result that the customer makes his choice the one 
shown and demonstrated. It is human nature to be 
more sure of what you can see and examine and a 
clever sales talk at the same time can close the deal. - 

You will note that the canvas type of swing is men- 
tioned. 


although two or three years ago, as a special induce- 
ment to their finishing hardware customers, they of- 
fered a very substantial hardwood swing complete with 
chains and hooks for hanging, at a ridiculously low 
figure. This was on condition that the finishing hard- 
ware for the new house be purchased and paid for in 
cash. The scheme was very successful, and the initial 
stock of swings was soon exhausted and further orders 
placed. One contractor declared the materials alone 


Warner’s are satisfied to let the furniture ;;. 
stores handle the reed types and wood types of swing, - 
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he can place his wife and daughters beyond a life of 
plain everyday drudgery, little better than that which 
was enjoyed by slaves in the olden days. Explain how 
the children can get a chance to read in the evenings 
without spoiling their eyes and get some little self- 
education. 

And, most important of all, impress upon him the 
fact that the best way to keep the “boy on the farm” 
is to make the farm attractive to him. It’s an old trick 
which has been tried out everywhere but on the farm. 
If the surroundings are attractive he will be loath to 
leave but will be content with his “better than city” 
home. 


Ready for Summer 


were worth more than the price asked, to say nothing 
of the labor. 

But the good salesman with the order for the swing 
written up, is still far from satisfied. He quickly 
brings up the question of porch shades, which might be 
called even more necessary than the swing, in making 
the porch “homey.” It may interest the reader to 
know that one of the best on the market is made in 
Minneapolis. A great favorite, however, both for dur- 
ability and price, is the split bamboo type. This has 
many points in its favor, being practically indestruc- 
tible and easily handled. The type growing in favor 
(especially before the war) is the canvas one which 
can be adjusted at any height either from top or bot- 
tom. It is particularly desirable where a porch is to 
be used as summer sleeping quarters, and hundreds of 
them are, in this locality. They can be arranged so 
that the air is admitted and the glances of the passer- 
by are not. This type is not carried in stock, but a 
working arrangement with a local tent and awning 
house enables the salesman to carry a sale on this item 
to a successful conclusion, with a good margin of profit 
and no capital involved. 


Here Comes Suggestion Value 


HE shades naturally suggest awnings to the sales- 

man, who can easily find out if his customer’s house 
is an east or west front. If an east front house, the 
use of awnings is not pressed, but with a west front 
house a good awning is urged, to be put in place at the 
same time the porch shades are. The same tent and 
awning people do the work (at a profit to Warner’s 
also). 

Small grass mat cushions or round seats make a 
quick selling item, and a quantity of them for the porch 
are readily ordered for delivery with the swing. Last 
year a regular cushion, with a cover made up of similar 
material, was a rapid seller, for porch use or for canoe- 
ists. Sold at a popular price they moved rapidly, at a 
good profit and with good advertising value. Kapok 
cushions make a good selling item to add to porch fur- 
nishings as they are firm enough to be cool in summer, 
are very light and very durable and hold their shape 
well. 

It happens many times that customers have other 
porch furniture they wish to re-decorate, and the paint 
department then gets its share. Porch furniture 
enamels, brushes, sand-paper, and glue are suggested, 
always with helpful suggestion as to their selection, 
use, and application. The sale total increases and the 
customer is satisfied! But wait—has he the necessary 
tools for putting up the swing? More suggestions, 
more stock called to his attention. 


















—- D. KAISER is the first man ever re-elected 
as president of the Philadelphia Hardware Asso- 
ciation in the history of the organization. Mr. Kaiser 
was re-elected at the annual meeting of the Philadel- 
phia association held in the Concert Hall at the Grand 
Fraternity Building, 1626 Arch Street, March 10. It 
was one of the largest meetings in the history of the 
association. Mr. Kaiser, during his presidency, has 
improved the financial condition of the association, 
effected many important changes that resulted in the 
growth and activity of the association, the principal one 
being that more than 200 new members have joined 
during his tenure of office. 

The annual meeting of the Philadelphia Hardware 
Association this year was distinctly a red letter night. 
It was the first meeting held at the new quarters, the 
lease on the old meeting room at the Parkway Build- 
ing having expired. It was also the thirty-sixth anni- 
versary of the birth of the organization. The Phila- 
delphia Hardware Association was founded by twenty- 
one hardware dealers in 1884. Only two of the orig- 
inal members are still active in the councils of the 
association, T. B. Hendrickson, Honorary Secretary, 
and Charles T. Harned. Mr. Hendrickson delivered an 
address outlining the origin and the growth of the 
organization during his tenure of office as secretary of 
the association. He was followed by James M. Rose, 
Secretary, who spoke forcibly on the importance of asso- 
ciation work from both a business and social viewpoint 
as well as the benefits to be derived from the associa- 
tion’s insurance. Mr. Rose said that he had received 
letters of inquiry from the Board of Trade at Con- 
stantinople and from merchants’ associations in San 
Francisco. Horace S. Goodwin spoke on “A Vision of 


the Future.” . 
The Committee of 25, of which J. G. Esmonde was 


Kaiser Again Philadelphia President 
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Harry D. Kaiser 


chairman, which was organized to raise money to 
finance the activities of the association at the Pennsyl- 
vania and Atlantic Seaboard Hardware Association, 
was discharged with a vote of appreciation from the 
association. Its activities resulted in adding more 
than a hundred dollars to the treasury. 

The new officers elected for the ensuing year were 
as follows: 

Harry D. Kaiser, president; C. Richard Watson, vice- 
president; James M. Rose, secretary; Harry C. Wilkin- 
son, treasurer; Louis C. Glading, Aaron I. Sanson and 
J. G. Esmonde, trustees. The various committees will 
be appointed at the next meeting to be held the second 
Wednesday of April. 
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Letters of a Sales Manager to His Men 
Li 


Optimism, Added to Logic — Makes a Real Salesman Out of a Mere Man 


This is the fifty-sixth of a series of sales letters, which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of Harpware Ace, in which they will appear in succeeding tssues 
through the year. 


HY is it that on the same job, one man finds poetry, and another man finds misery and unhappiness? Why is 
it that one man does a job with enthusiasm while another man does the same job with a halting don’t-care-a- 
rap-step? 


Roosevelt said that he attributed his robust health in his later years of life, to the fact that he loved to do any job 
that fell to his lot or that circumstances made necessary that he do. Whether he was punching cows out on the plains of 
Dakota—hunting crooks in New York City—flushing the tiger in his lair in South Africa, or being President of the 
United States—he loved his job. He tackled it with enthusiasm—with all his might and all his strength and he made a 
howling success of every job he ever held. 

I met a man the other day, who graduated from an Eastern college five years ago. About the time of his gradua- 
tion, his father died and left him with a small factory that manufactured a shear for cutting up wrought scrap iron. It is 
a long step from a college campus to the sweat-scented, greasy, oil-smoked room of a foundry; and imagination in its 
most riotous moments would be expected to have difficulty in making the leap. 

When he had analyzed his opportunity, it began to appeal to his imagination and off came his fine clothes—on 
went the overalls, and the young fellow plunged into his task—full of enthusiasm—full of the word “service” in its tru- 
est meaning. 

The shop was dirty. It was located among environments that were anything but inviting. It was a typical last 
generation shop—but this young man did not have a last generation imagination. 


The first four years of this young man’s management were spent in the foundry and work shop. He came out of 
those four years with a new enthusiasm that he put to work. 


He began to produce a pair of Alligator Shears that would cut wrought iron quicker and with less labor than the 
shear his father had made. 


He made four special trips to Detroit to sell a scrap iron dealer a pair of his alligator shears. He found that this 
scrap iron dealer employed two wagons and that his total year’s labor netted him just a fair profit. 


He had saved about $1500, and this young salesman’s job was to get the junk dealer to let go of that hard-earned 
cash. The sale was finally made, and at the close of its first year’s use, the junk man had doubled his profits because 
with this shear he could cut his scrap iron into marketable lengths. 

To-day that junk dealer has a battery of eight shears, and/is wealthy. 

This young manufacturer’s development symbolizes the whole trend of modern development. 

From the factory above referred to, has gone forth not only big Alligator Shears, but opportunities for wideawake 
junk men to rise to fortunes. 

This young man sells more than a mere shear. He sells a service with it that is putting new men into business every 
day. 

The traveling salesman, be he with us or with some other house, who can not see something more in his job than 


just the making of money: The salesman who can not find and see the opportunity to be of service to his customer— 
who cannot see beyond the mere sale of merchandise to the good that merchandise will do others, is losing the sweet- 


est part of this job of living on earth to-day. 


Every job has a social side if we will but see it, and it’s the seeing of this social side of business that brings forth the 
human side—and it’s the human side that let’s you say—as you lay your weary head upon your pillow at night: “I have 
benefited men in my work to-day.” 


“I showed one merchant the pleasant social part of selling phonographs as well as the profit side.” 
“I started another man in the Incubator business.” 
“I enthused another until -he resolved to get behind an ‘Everybody Plant a Garden’ movement.” 


Get the habit of seeing beyond the profit to be made, when you approach a prospect—or better still, see first the 
service your customer can be to the community, if he handles your line, and the profit part will take care of itself. 


Likewise—your sales talks will begin to have new meaning, both to you and to your customers, 
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Trade Commission lakes Another Licking 


United States Circuit Court of Appeals Upholds Price Maintenance System 





of Beech-Nut Packing Company—Commission’s Order Declared Illegal 
—Congress Seriously Considering Important Changes in Revenue 
Laws—Effect of Court Decision on Stock Dividends 
By W. L. CROUNSE 


Federal Trade Commission for pursuing its recently 

adopted policy based upon the absurd theory that 
systems of manufacturers and dealers to maintain reason- 
able prices, which the Supreme Court of the United States 
has declared to be absolutely legal, may nevertheless be 
prohibited by the Commission on the ground that they con- 
stitute “unfair competition.” This time it is the United 
States Second Circuit Court of Appeals which has found in 
favor of the Beech-Nut Packing Company on its appeal from 
an order of the Federal Trade Commission denying the 
right of refusal to sell to price cutters. 

The Circuit Court sustains the Beech-Nut Company on 
the broad grounds underlying the decision of the Supreme 
Court in the Colgate case. The Court declares that it is 
an inalienable right for a manufacturer or dealer to choose 
his own customers for any reason or for no reason, inas- 
much as manufacturers and dealers are not public utilities 
and therefore owe no service as the price of a public fran- 
chise. With two sound trouncings to its credit—or perhaps 
I should say to its debit—in the course of a few months, 
it remains to be seen whether the nutty gentlemen who 
compose the Commission will cease these petty persecutions 
of business men or continue them until Congress, in its 
wrath, abolishes the Commission. 


Beech-Nut Company Fights Back 


EADERS of HARDWARE AGE are doubtless familiar with 
the details of the Colgate case, which I have heretofore 
fully set forth in this correspondence. Notwithstanding the 


Te: courts have administered another spanking to the 


fact that this case was before the United States Supreme 
Court, the Commission brought a substantially identical 
charge against the Beech-Nut Packing Company and forced 
it to defend itself at great expense of time, effort and money. 
The Beech-Nut Company proved a hornets’ nest for the 
Commission, however, for instead of “consenting” to a de- 
cree forbidding the practice complained of, as so many timid 





87 


business men have done, it challenged the Commission’s 
right to issue a decree and took its case to the Circuit Court 
of Appeals, which has now overruled the Commission on all 
points. 

In view of the importance of this case and in order that 
readers of HARDWARE AGE may understand the exact issue 
involved, I quote a memorandum recently prepared by the 
attorneys of the Beech-Nut Packing Company, as follows: 


The Issue Joined 


66’ T* HE Federal Trade Commission recently issued an order 

that the Beech-Nut Packing Company cease and desist 
from suggesting resale prices and refusing to sell to dealers 
who fail to observe such prices, alleging that such conduct 
constitutes an unfair method of competition in violation of 
Section 5 of the Federal Trade Commission Act. The com- 
pany immediately addressed a petition to the United States 
Circuit Court of Appeals for the Second Circuit, sitting in 
New York City, that this order be set aside because errone- 
ous, unauthorized and not sufficient in law, inasmuch as the 
aforesaid conduct is not unfair in itself, does not constitute 
an unfair method of competition in violation of Section 5 of 
the Federal Trade Commission Act, and does not constitute 
an offense under any law of the United States, but is lawful 
in all respects. The company has complete confidence in 
the fairness and lawfulness of its merchandising policy, 
that it will be fully vindicated by the court. If necessary, 
this case will be carried to the Supreme Court of the United 
States in order that the issue here involved may be fully 
settled. 

Denies Illegality of System 


66 HE Beech-Nut Packing Company did not agree to the 

issuance of this order, as has been stated in the public 
press. On the contrary, the company in its answer to the 
complaint, squarely denied that its merchandising policy 
violates the Federal Trade Commission Act or any other 
Federal statute. There was no dispute as to the facts, and 
the company voluntarily submitted all of its records for 
examination by the Commission. Accordingly, a stipulation 
of facts was effected in lieu of the taking of testimony. 
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The single question involved is this: Has the company vio- 
lated Section 5 of the Federal Trade Commission Act, pro- 
hibiting the use of unfair methods of competition in inter- 
state commerce, by reason of the suggestion of fair resale 
prices and the refusal to sell to dealers who fail to observe 
such prices. 

“The stipulation of facts expressly states that the com- 
pany dealt with each customer separately, that the mer- 
chandising conduct here in issue does not constitute a con- 
tract or contracts whereby resale prices were fixed, main- 
tained and enforced. The company has not requested or ef- 
fected, in any manner, any contract, agreement or under- 
standing whatsoever, whether directly or indirectly, for the 
purpose of fixing, maintaining and enforcing resale prices. 


No Strings to Sales 


at company gives a full and unqualified title to the 
buyer upon each sale and imposes no restraint what- 
soever upon the right of the buyer to resell the product 
he has bought and owns at any price he voluntarily selects. 
Hence, each buyer, once the sale is made, receives and pos- 
sesses complete and unfettered freedom to resell at any price 
he pleases. All that the company has done is to decline to 
sell to dealers who did not observe the fair and reasonable 
prices suggested by it, to exercise its constitutional right to 
select its own customers. 

“In the recent Colgate case, the United States Supreme 
Court unanimously upheld ‘the long recognized right of a 
trader or manufacturer engaged in an entirely private 
business, freely to exercise his own independent discretion 
as to the parties with whom he will deal’ and added ‘and 
of course he may announce in advance the circumstances 
under which he will refuse to sell,’ to quote the words of 
Mr. Justice Reynolds. Our highest court held in that case 
that the conduct here challenged is not violative of the 
Sherman Act. 

Fair, Lawful and in Public Interest . 
66 fips Beech-Nut Packing Company is convinced that the 
mere refusal to sell to dealers who do not observe the 
fair and reasonable resale prices suggested by it is a con- 


duct that is economically sound and fair, is entirely lawful 
and is in the interest of all concerned. Holding this con- 


viction, the company, in justice to itself, its customers and 


fair traders generally, and to all concerned, can follow no 
other course than to defend this conduct to the utmost, and 
to finally establish the fundaineutal doctrine that a private 
manufacturer or trader violates no law when he merely 
exercises his own independent discretion in selecting his 
own customers and refuses to sell his own products to un- 
fair dealers, in the absence of any purpose to create or 
maintain a monopoly. The preservation of the fundamental 
right to select one’s own customers is essential in the public 
interest and guaranteed by the Constitution of the United 
States.” 


It is generally understood that the Commission will carry 
this case to the United States Supreme Court, hoping in 
some way to differentiate it from the Colgate case. The 
Commission is composed of narrow-minded, opinionated gen- 
tlemen who apparently never know when they are licked; 
nevertheless, it is a wicked waste of the taxpayers’ money to 
pursue this case further. 


Schrader Case Unlike Colgate 


UCH has been made by the representatives of certain 
price-cutting concerns and by a few admirers of the 
Federal Trade Commission of the decision recently handed 
down by the United States Supreme Court in the Schrader 
case, involving one phase of the price-maintenance question. 
These enthusiasts have sought to give the impression that 
the controversy was on all-fours with the Colgate case and, 
therefore, that the highest tribunal in the land had squarely 
reversed itself on this issue. 
I have been greatly surprised to see so carefully edited 
a paper as the New York Times fall into this error. One 
of Dr. Miller’s bright young men must have been out very 
late the night before he wrote the editorial I refer to, in 
the course of which he said: 


The Times’s Legal Expert Nods 


66 ed the Colgate case the Supreme Court decided that pro- 

ducers have a right to decide with whom they will do 
business and are not under obligation to serve all comers. 
Private producers are not public utilities, and they have a 
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right to settle for themselves with whom they will deal and 
on what terms. In that case there was a refusal to supply 
goods to dealers who refused to charge the resale prices the 
Colgates fixed, and that was decided within the rights of 
the Colgates. 

_“But now the Supreme Court apparently reverses that de- 
cision by sustaining an indictment resembling that quashed 
in the Colgate case, the distinction being that in the Schra- 
der case decided last week sales were made only to those 
who submitted to the requirement of a contract that they 
would respect the fixed resale rules. The Government 
thought that this unduly restricted competition, and the 
court took that view.” 

Any one at all familiar with this interesting controversy 
will see at a glance the error into which the editor of the 
Times, along with many other superficial writers, has fallen, 
It is a natural blunder for a layman, but it does not excuse 
a journal of the standing of the Times. 


Contracts, Not Voluntary Price Maintenance, Illegal 


Pe a matter of fact, the Schrader case is distinguished 
from the Colgate case by exactly the same feature that 
distinguished the Colgate case from a long line of previous 
decisions of the Supreme Court holding to be illegal hard- 
and-fast contracts for the maintenance of resale prices 
sought to be enforced by manufacturers or dealers. In the 
Miles case, the Macy case, the Graphophone case and numer- 
ous others the court held that while the manufacturer or 
dealer had a right to refuse to sell for any reason or for no 
reason, he could not enforce a contract under the terms of 
which the purchaser agreed to maintain fixed resale prices. 

In the Schrader case, the court has merely repeated this 
proposition, which has long been accepted as fundamentally 
sound. It is obvious, however, that although the manufac- 
turer cannot enforce a formal price-maintenance contract in 
the sense that he can collect damages or a forfeit for a 
breach thereof, he has a perfect right to “suggest” in any 
proper manner the price at which he would like to have his 
goods sold, and, in the event that the purchaser thereof re- 
fuses or fails to maintain such resale price, may decline to 
sell him any more goods. 

In the language of the street, the Schrader case is “old 
stuff.” 

Revenue Revision Pot Boiling Once More 


HE prospect for a more or less comprehensive scheme of 

revenue revision, possibly affording opportunity for the 
repeal of the luxury taxes, including cutlery, arms and am- 
munition, silverware, etc., has brightened materially as the 
result of several important developments in the past few 
days. These new factors include the Supreme Court’s decision 
holding that stock dividends are not income and therefore 
cannot be taxed, involving refunds from the Treasury esti- 
mated at $200,000,000 and the loss of all revenue from this 
source in the future; announcement by certain Senate 
majority leaders that the excess profits tax must be re- 
pealed in the very near future, possibly before the November 
elections; substantial progress in the campaign now on foot 
for some weeks to pass the Bacharach bill, substituting a 
flat merchandise tax of approximately 1 per cent; declara- 
tions by several leaders of finance, including ex-Secretary 
McAdoo that the present burden of taxation is too heavy a 
load upon American business and should be reduced with the 
view to its distribution over a greater period than that con- 
templated in the present funding plan of the Treasury. 


Luxury Taxes Unfair Impositions 


HE advocates of the repeal or reduction of the luxury 
taxes will be encouraged to know that the fact that the 
Government needs greater revenue than it is now deriving 
will probably not be conclusive upon Congress in making its 
decision as to this comparatively small impost. It is a well- 
‘known fact that the luxury taxes were recognized by Con- 
gressional leaders as unfair impositions upon certain special 
industries already bearing their full share of income, cor- 
poration, excess profits and other taxes which rest with a 
reasonable degree of equality upon all the people. 
Only the exigencies of war and the necessity of passing 4 
revenue measure of a high degree of productivity could have 
justified the gross discrimination involved in the imposition 
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of taxes running to 10 per cent on certain relatively small 
industries enjoying no unmerited degree of prosperity while 
others directly benefited by the war were not burdened 
with either manufacturers’ or consumers’ taxes upon their 
products. ; 

The entire situation respecting the repeal or modification 
of the luxury taxes is overshadowed by two big problems, 
namely, the practicability of repealing the excess profits 
tax, and the adoption of some comprehensive and more 
equitable method of supplying sufficient revenue to close the 
gap. The repeal of the luxury taxes and various other 
minor imposts will be but a matter of detail in a plan for a 
general readjustment to be worked out leisurely now that 
the war is over. 


Excess Profits Tax Should Be Repealed 


HAT the excess profits tax has been a burden upon 

American business and a genuine “Old Man of the Sea” 
astride the neck of manufacturers and dealers whose busi- 
ness is conservatively conducted is becoming more and more 
evident with the passing of each day since the war now that 
the Government has ceased to fix prices on raw materials 
and finished products available for war purposes. On this 
subject let me quote a declaration recently made by William 
B. Colver, Federal Trade Commissioner. He says: 


“I believe it would be a good thing if the excess profits 
tax law could be repealed to-day. Experience seems to have 
demonstrated that the excess profits tax is one of the foun- 
dation stones upon which the present intolerable price 
structure has been reared, and which works such hardship 
upon the consuming public, and so, of course, upon the busi- 
ness public. 

“In the beginning, the excess profits tax, as I understand 
it, was not a revenue device at all. During the war, when 
it became necessary to fix prices it was found that there 
was a wide range in the cost of production of the same 
commodity between the high-cost operations and the low- 
cost operations. 


Government No Longer Fixes Prices 
O° long as the theory of fixing a single price was ad- 


hered to, it was necessary to fix that price high enough 
to bring into production the needed output of the high-cost 
operation. The excess profits tax was proposed as a means 
whereby undue profits which might accrue to low-cost oper- 
ations could be covered back into the treasury to provide 
in part the money with which the Government could pay 
the high-fixed price. 

“In other words, the theory was that by taking back 30, 
or 50, or 60, or 80 cents out of a dollar of undue profits a 
condition of private profiteering would be avoided. I do not 
think it has worked out that way. 

“It seems to me that it has been an attempt to lift one’s 
self by his boot straps and losing 70, or 60, or 40, or 20 per 
cent of the energy so employed. The inevitable result has 
been in aid of the creation of a price structure intolerable 
both to the producer and the consumer. 

“Since as a matter of fact, the excess profits tax was cre- 
ated as an equalizer in cases of price fixation, and since 
prices are no longer fixed, even that reason for its con- 
tinuance is removed.” 


How Business Men View the Luxury Taxes 
WELL-KNOWN business man, whose operations have 
familiarized him with a number of industries affected 
by the luxury taxes and which are also burdened by the 
excess profits tax, recently put the case to me in substan- 
tially this language: 


“Not only is there no further justification for the im- 
position of an excess profits tax now that the Government 
1s no longer fixing prices, but because of the serious injury 
it is causing legitimate enterprise and the burdens it is 
placing on consumers, there are very special reasons why 
It should be eliminated at the very earliest moment. The 
excess profits tax operates as a bonus for inflated capital- 
ization, and is a penalty on conservative capitalization; 
hence it strikes a heavy blow at those industries the capital 
of which has been kept within moderate bounds. 

The trades engaged in the production of the so-called 
luxuries, such as silverware, cutlery, thermos bottles, sport- 
ing goods, guns and ammunition, fancy textiles, etc., are 
very conservatively capitalized, and as a result firms and 
corporations in those trades have been obliged to yield up 
to the Government very large percentages of the profits 
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made by them during the past year or two of comparative 
prosperity. This is*equally true of all industries operated 
on conservative lines, while premiums are being offered for 
the watering of stock and for every other ingenious form of 
tax evasion. 
Hits the Consumer Hard 

66 F ROM the standpoint of the consumer, the excess profits 

tax is the most burdensome and vicious factor of the 
entire system bequeathed to us by the war. It has been in 
force long enough for producers and merchants to be able to 
estimate its amount with reasonable accuracy, and as a re- 
sult the tax is passed on and multiplied until one consumer 
pays four or five times the amount actually turned into the 
Treasury. 

“On the basis of the estimated productivity of this tax for 
the current calendar year, the burden placed upon-the con- 
suming public for the twelve months of 1920 will probably 
exceed five billion dollars, of which not more than one bil- 
lion dollars will actually find its way into the public treas- 
ury. Any form of taxation that will bring about such a 
result may justly be characterized as intolerable and should 
certainly not be continued for another day.” 

So much for the desirability of repealing the excess 
profits tax. A more serious phase of the question is the 
attitude of Congress in view of the revenue situation. 


How House Leaders Feel 


r the House, Majority Leader Mondell, Chairman Ford- 
ney of the Ways and Means Committee and Representa- 
tive Kitchin, former chairman and now minority leader, are 
reluctant to push any of the pending measures providing for 
the repeal, but they are being bombarded by scores of their 
colleagues on both sides of the chamber who insist that these 
taxes must go, and at the earliest possible date. As a po 
litical proposition the sword cuts both ways. 

The Democrats in the coming elections will be blamed for 
enacting the law, while the Republicans will be held re- 
sponsible for retaining it on the statute books. Just how 
the balance will stand when the votes are counted, no one 
can predict, but both parties are anxious to eliminate this 
awkward factor in the campaign. 


Senators For Repeal 


N the Senate side, the majority leaders are talking con- 

fidently of the early repeal of the excess profits tax. 
Chairman Penrose, of the Finance Committee, has gone to 
Florida for his health, leaving Senator Watson of Indiana, 
as chairman of the sub-committee on revenue, which has 
jurisdiction over this particular question. Mr. Watson, 
during the past week, has made a public statement in which 
he says that the “elimination of the excess profits tax will 
be the first move considered” in the framing of the tentative 
financial policy of the Senate Republicans for the present 
Congress. 

While business men throughout the country are delighted 
with the decision of the Supreme Court holding that stock 
dividends are not taxable—a decision which I predicted sev- 
eral months ago—its importance from a revenue standpoint 
has been very much exaggerated. There is really no occa- 
sion for special legislation to meet this minor emergency. 

To refund all the taxes paid on stock dividends since 1915 
would probably not cost the Government in excess of $200,- 
000,000, according to the latest estimates. The future loss 
as a result of the Court’s decision is practically negligible 
because if the constitutionality of the tax had been sus- 
tained, there would have been no more stock dividends, in 
consequence, for a long time to come. 
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Aspinwall-Drew Co. 

Negotiations have recently been closed whereby the As- 
pinwall Mfg. Co. of Jackson, Mich., manufacturer of Aspin 
wall potato machinery, has been merged with the Drew 
Carrier Co. of Waterloo, Wis., manufacturer of the well 
known Drew line of steel equipment for dairy barns, under 
the name of Aspinwall-Drew Co., with authorized capital of 
$1,000,000. 

By combining the names into Aspinwall-Drew Co. it will 
be possible to take full advantage of the names under which 
each has been known and advertised for so many years. 

Charles E. Shomo, Robert Minshull and L. F. O’Brien 
will continue to direct operations at the Drew plant, while 
L. Aug. Aspinwall, C. G. Rowley and George N. Whitney, 
who have been prominently identified with the success of 
the Aspinwall Mfg. Co. for so many years, will remain with 
the new company and will continue to give their undivided 
attention to the manufacture of potato machinery at the 
Jackson and Guelph plants. 


For Export Buyers 


Attention of foreign buyers is being called to the perma- 
nent exposition of industrial products and materials that is 
taking up a large part of the space at the Grand Central 
Palace, New York City. The exposition is conducted under 
the direction of the Merchants’ and Manufacturers’ Ex- 
change of New York. 

It is pointed out that at the International Exposition a 
buyer is not dependent upon catalogs or hearsay for exact 
data regarding any point in doubt, but may observe for him- 
self, and have all his quesliuus concerning any one of a 
thousand different kinds of tools, machinery, housefurnish- 
ings, or other diversified articles of equipment answered 
promptly and authoritatively. This kind of service is a 
source of satisfaction to export buyers. 


Manufacturers Agents Organize 


The manufacturers’ agents of St. Paul and Minneapolis 
representing manufacturers of hardware, auto accessories 
and similar lines have recently organized an association 
that will be known as the Manufacturers’ Agents’ Associa- 
tion. 

The object of the organization is to promote close co- 
operation between the sales agencies, the factories whom 
they represent and the jobbers, and to stand firmly for a 
square deal for all concerned. This organization will accept 
as members only agencies who merit the confidence of the 
manufacturers and jobbers and who will agree to live up to 
the standards which the association was organized to pro- 
mote. 


Good Testing Display 


The Novelty Incandescent Lamp Co. of Emporium, Pa., 


manufacturer of all large types of electric incandescent 
lamps, both gas filled and vacuum, has just finished the 
installation of an unusual and complete lamp testing rack 
at its St. Marys factory. The equipment has been so 
placed behind a large plate glass window in the second 
story of the west wall of the building that anyone can 
plainly see and understand Nilco lamps are on test. The 
company has received many comments which were mostly 
compliments, from passengers of trains on the Erie Division 
of the Pennsylvania Railroad, as the blaze of light instantly 
attracts their attention. 


The Neale & Gregg Hardware Co., 107 North Brand 
Boulevard, Los Angeles, Cal., has filed notice of organization 


Hardware Age 


Nasal I, 

—REHSE in the New York World. 

Silas—‘Well, Ole, there seems to be a fine ice crop this 
winter. I suppose it'll be cheaper next summer.” 


Ole-—“No, he vill be higher next summer, ‘cause 
thick it’s more work to cut him.” 


it is 80 


to maunfacture hardware specialties. C. E. Neale and 
David L. Gregg, 240 North Central Avenue, Glendale, head 
the company. 


Swanstrom Sales Co. 


E. V. Swanstrom, identified with various automotive ac- 
cessory manufacturers for nearly fifteen years, has organ- 
ized his own company, the Swanstrom Sales Co., with head- 
quarters in Chicago, at 825-26 Manhattan Building, 433 
South Dearborn Street. 

They will sell the jobbing trade exclusively, taking no 
orders from the dealer excepting for shipment through the 
jpbber, and will operate in sixteen of the Middle West 
States. Sales promotion work with the dealer will be done, 
but all business resulting will be for the benefit of the 
jobber. 


Have New Location 


Baker, Murray & Imbrie, Inc., jobbers, will move from their 
present location in Warren Street, New York City, to 97 
Chambers Street. They have been located in Warren Street 
for the past fifteen years, and the new building was neces- 
sary on account of enlarging the business. The new location 
has a frontage of 50 feet and runs through to Reade Street, 
giving a depth of 150 feet. The wholesale department of 
the concern will not be moved over to Chambers Street until 
September, but the office and the retail department will leave 
Warren Street on May Ist. 


Nail Companies Merge 


Announcement has been made of the merger of the Fow- 
ler Nail Co. of Seymour, Conn., and the Union Horse 
Nail Co. of Chicago, Ill. Hereafter the company will be 
known as the Fowler & Union Horse Nail Co. and will be 
located at 1000 Military Road, Buffalo, N. Y., when its new 
building is completed in that city. At the present the two 
eompanies will operate in their respective locations under 
the names of the Fowler division and the Union division 
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What a Million 
Farmers Are Planning 


HE farmers of the United States seem 

I finally to have launched what may prove 

to be the greatest single class organiza- 
tion in the country. The American Farm 
Bureau Federation, organized in Chicago re- 
cently, is a coalition of farmers so vast that it 
promises to eclipse even the packers’ organiza- 
tion in world effect. The Chicago meeting was 
attended by the representatives of more than a 
million farmers. These men came together in 
what might be termed a meeting of the Direc- 
tors of the Federation, each director represent- 
ing twenty thousand individual tillers of the 
soil. They have tentatively outlined for con- 
sideration and future action a program which 
will have a profound effect upon American 
politics in the years to come. 

This program includes the following vital 
issues: 

National legislation that will effectually pre- 
vent strikes and the attendant unnecessary suf- 
fering. The investigation of the tariff in rela- 
tion to farm products.. Investigation of mar- 
keting, live stock prices and foreign competi- 
tion. A fight for lower freight rates. Investi- 
gation of foreign trade relations. More busi- 
nesslike relations with the packers and con- 
sumers. Investigation of credits and foreign 
exchange. The establishment of a Washington 
office, with experts to watch and report on legis- 
lation. 

It is reported that the Federation raised half 
a million dollars for work in 1921 and that 
there is a million more promised for 1922. 
Part of this money is to be used to establish 
national headquarters and to pay the salaries 
of officers and experts. These experts, some 
of whom will be paid as much as $25,000 a year 
will investigate all conditions which have a 
bearing on successful agriculture, and the Fed- 
eration will then throw its immense power 
wherever necessary to gain the desired ends. 

That the significance of the gathering was 
recognized in Washington, is evidenced by the 
presence at the meetings of E. V. True, director 
of states relation of the United States Depart- 
ment of Agriculture. 

This great organization can be a power for 
good if its destinies are guided by the right 
men, and we believe that it will be so guided. 
The officers assert that the great purpose of the 
organization is to make agriculture prosperous, 








because when the farmer is prosperous the na- 
tion likewise takes on prosperity. They say 
that the country must be made to see that 
proper payment for the industry of the soil is 
a national issue. At the same time they prom- 
ise a fair deal to the dwellers in the cities. 

It is to be noted that they do not advocate a 
merchandising policy and it is to be hoped that 
they will not incur the risk of wreckage on that 
dangerous rock. It is further to be hoped that 
they will take such steps at the beginning as 
will prevent the Federation from degenerating 
into a political machine. 

As its platform stands to-day the Federation 
appears to bé a good thing, but good or bad, it 
is here and probably here to stay. Certain it is 
that some permanent farm organization of na- 
tional scope is coming. If business men fail 
to recognize this fact and co-operate with the 
farmer, then business in its present form will 
be the loser. 

It is decidedly poor policy for business men 
to stand back and say “the farmers can never 
form a real organization. They have tried it 
many times and have never yet produced a 
really practical association with National 
scope.”” We must remember that the farmer 
organizations of the past had as their objective 
the elimination of the dealer or middle man. 
They were selfish, dollar and cent organizations, 
where each farmer saw only an individual gain. 
This very fact bred jealousy and discord, and 
instead of individual gain, the result was both 
individual and collective loss. Now the farmer 
is beginning to realize that the individual ele- 
ment must be left out of organization plans; 
that all who till the soil must work in harmony 
for better agricultural conditions. He is also 
coming to a realization that the rights of others 
are to be seriously considered. 

The hardware dealer, as a community leader 
should lend his encouragement to the right kind 
of farmer organization movement, moulding it 
along community lines, giving it support and 
advice and using his influence to see that the 
best type of men are placed in official positions 
in the local federation. 

Business faces a tremendous labor problem 
because business men fought unionism instead 
of recognizing its good points and helping to 
shape it along mutual lines. Let us not make 
a similar mistake with the farmer, whose fed- 
eration bids fair to out-rival trade unionism in 
numbers and wealth. Let us work with the 
farmer to make not only agriculture, but every 
legitimate trade or business prosperous. 









Publicity for the Retailer 


Effective Removal Sale Ad—Using the Lesson of a Fire to Sell Steel 
Furnaces—Other Result-Getting Ads from Hardware Dealers 


The Lesson of a Fire 
No. 1 (3 cols. x 4% in.) 

This ad used by the Blakey-Clark 
Hardware Co., Ennis, Tex., illus- 
trates how local happenings and 
incidents may be used as a basis 
for advertising copy. 

The idea of the copy is apparent 
at first reading and the factor of 
safety offered by the steel furnace 
is made very plain. 

The introduction of the thought 
of the furnace as equivalent to a 
fire insurance policy is well taken 
and lends conviction to the appeal. 

The ad winds up with a listing of 
sizes and prices, which puts the 
next move strictly up to the reader. 


Advance -:season ad with a punch 








SAY, FOLKS! 


out on Oak Groye road, was complete 


READ THIS 
Feagins Barn Burned. 
The barn at N. B Feagins’ home 





ly destroyed by fire today, just be- 
fore noon. The fire is said to have 
originated from sparks of fire, being 
blown by the strong east wind, from 
A FIRE UNDERNEATH A WASH 
POT._.Thursday’s Daily News. 


YOU CAN PREVENT “WASH DAY" FIRES 





ANN—IS WITH US 
“Ann—who?” tia -" 


bright promises that cally lve. The present 


Yesterday—We Sold a Lawnmower 


in Ann Ticipation 


Ann Ticipation,are ¢ sing blue bir . 


Ann Ticipa- 


HARDWARE 
ee ecd this spring, ask Ann to helg 





Ann Ticipaite — Buy Now! 


money—a nak « goods 


Howards, 




















der the pot. 


Tus Is ME 











Get one of our STEKL FURNACES and put under your “wash pot.” 
Then the wind(no matter how windy) cannot blow the fire from "n- 


ONE OF OUR STEEL FURNACES 18 THE BEST FIRE INSURANCE 
POLICY OF ALL. THE FIRST PREMIUM (WHICH IS SMALL) IS 
THE ONLY PREMIUM YOU PAY. 


Steel Fnrnace for 25 gallon Wash Kettle__-~.-.------------ 7 
Steel Furnace for 30 gallon Wash Kettle 


---Blakey-Clark Hdw. Co. 


(Member Chamber Commerce) 














Getting points from local news 


A Kemoval Sale Ad 
No. 2 (3 cols. x 11 in.) 


A removal sale offers a fine op- 
portunity for advertising copy with 
a strong economy appeal, and in 
this instance the Ballantine Hard- 
ware Company, Warsaw, N. Y., has 
made the most of their opportu- 
nity. 

The opening paragraph states 
the reason for the removal and this 
copy is followed by a comprehen- 
sive listing of stock on which prices 
are reduced. 

The closing paragraph empha- 
sizes the fact that no cash discounts 
will be allowed, thereby impressing 
upon the reader the opportunity of 
the sale. 

Causing the Reader to Look Ahead 
No. 3 (2 cols. x 7 in.) 

This ad sent us by 
Hardware Store of Mt. 

92 


Howard’s 
Vernon, 


N. Y., is the sort of appeal calcu- 
lated to make the reader think of 
his needs a few weeks in advance 
of the time when he will actually 
require them. 

Such publicity is a mighty good 
thing for the hardware dealer, as it 
stabilizes demand and helps him to 
place orders to better advantage. 
We strongly recommend that the 
dealer use some ads of this or 
similar type. 

The idea, as will be noticed, is 
presented in a novel manner. The 
play on the word “anticipate” lends 
additional interest to the copy. 

Any advance advertising is excel- 
lent at this particular time of the 
year. One of the best suggestions 
for March is the screen door idea and 
the spring garden tool advertise- 
ments. People are wont to think of 
buying screening only after the flies 
have already begun to nibble. How- 
ever, if they are reminded that they 
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can save a lot of trouble by getting 
the screens set now they will buy. 

The play on such words such as 
Anticipate has been used with much 
success always. The psychology of 
the situation is what appeals. The 
word or phrasing of the ad will 
eatch the eye and hold the atten- 
tion, and then if the idea is cleverly 
worked out the point is put over. 
Care should be taken, however, not 
to bury the point so that the value 
of the copy is lost. Very often the ad 
writer becomes enthused with his 
newest wrinkle and completely sub- 
merges the selling point of the talk. 
Bear in mind that ad space is used to 
sell goods and this point should be 
gotten over at all costs, 











Your advertise- 
ment should be 
your best sales- 
man. Dress him 
up and make him 
attractive, and 
people will come 
into the store. If 
he is shabby and 
loosely dressed: 
people will ig- 


nore him, and 


you are the loser. 








Big Removal Sale! 


@, We are to move April first into the store on Buf- 
falo street formerly occupied by Robert Mann. In 
order to reduce our stock we are offering Our goods, : 
prior to muving at a reduction in prices from 10 to é 
30 percent. This isa chance for you to save real : 
money as many thousands of dollars worth of goods 
will be sold at far below their values. 


too 








=e 
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| Following tsa partial list of the | 
| many goods that will be sold | 
| 


Carpet Sweepers 





Aluminum Ware Fishing Tackle 








Granite Ware Base Ball Goods Washing Machines } 
Enamel Ware Bicycles Wringers | 
Tinware Guns Dustless Mops 
Nickel Plated Ware Revolvers Planet Jr. Cultivators 
Wooden Ware Forks Government Barbed Wire | 
Pyrex Ware Shovels Stoves 
Meat Cutters Axes Ranges 
Ice Cream Freezers Rakes Oil Stoves 
Carpenters” Tools Gas Engines Furnaces 
Masons’ Tools Separators Poultry Supplies 
Automobile Tools Aerators Harnesses 
Butchers Tools Lamps Collars 
Logging Tools Ash Cans Sweat Pads 
Paper Hangers’ Tools Garbage Cans Blankets 
Haying Tools Tubs Horse Brushes 
Ice Tools Wash Boards Curry Combs 
Pocket Knives Boilers Paints 
Razors Clothes Baskets Stains 
Shears Clothes Bars Varnishes 
Flash Lights Ironing Boards Screen Doors 
Skates Vacuum Cleaners Screen Windows 
Rubber Hose 





There are hundreds of items on which you can make 
a big saving. This is your opportunity. Don’t miss 
it. All goods are priced net--no cash discount will 
be given during the sale. 


Ballintine Hardware Co., Warsaw 
**The Store That Does Things’’ 




















Notes of Interest to Hardware Men 


Removal time always good for fine ad copy 





MacDonald, 72 Alexandra Boulevard; Edwin Smily, and 
others to manufacture tractors, motor vehicles, engines, 









The American Electrical Heater Co., 1351 Woodward 
Avenue, Detroit, Mich., manufacturer of electric heating 
and cooking appliances, has had plans prepared for the 
erection of a two-story and basement plant, 30x130 ft., on 
Conner Avenue, Hamtramck, Mich. 


The Nachman Co. and two affiliated companies, manu- 
facturers of spring seat cushions for automobiles, 2025 
South Clark Street, Chicago, Ill. have leased a plant at 
2231 South Halsted Street. The building contains 123,000 
8q. ft. of floor space. 


Conrad Long died at his home in Martins Ferry, Va., 
recently, following an attack of pleurisy. He had been in 
active business until a few years ago, when he turned it 
over to his son Heyward Long, who now operates it. He 
was a member of several well-known fraternal organiza- 
a. and is survived by a widow, four daughters and two 

ns. 


The Schofield Tractor Corporation, Ltd., Toronto, Can., 
been incorporated with a capital stock of $1,000,000 
by David I. Grant, Bank of Hamilton Building; Mervil 


machinery, etc. 

The Long Wear Rubber Company of Elyria, Ohio, has 
changed its name to the Long Wear Tire & Rubber Com- 
pany, and has increased its capital stock. The company has 
also absorbed the Quality Tire and Rubber Company of 
Anderson, Ind., and in the future the general offices of the 
company will be in that city, while the factories will con- 
tinue to operate in both Elyria and Anderson. 

The Baltmore Retail Hardware Association has been 
formed with a nucleus of fifteen members, and recently at 
the third meeting of the association thirty-two new members 
were voted in. 

Publicity has just been given to the extensive plans of 
the Boker Cutlery & Hardware Co., Inc., to meet the in- 
creased demand for its products of solid steel scissors, toilet 
clippers, horse clippers and pruning shears. 

The Boker Cutlery & Hardware Co., Inc., has purchased 
a site of five acres at Hilton, N. J., on the Rahway Valley 
Railroad, and now has in the course of construction the 
first unit of buildings which will occupy one-quarter of this 


space. 
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NEW YORK 


Office of HARDWARE AGE, 
New York, March 22, 1920 
LL New York, and probably the whole country, is dis- 
cussing the housing problem. The only people who 
are not affected by this question are those who own 
their own homes, or have non-breakable long-term leases. 
Even the children on the streets can be heard expressing 
opinions. The erection of new buildings during the war was 
restricted and was enormously below the increase in the 
metropolitan population. Building since the war has been 
greatly handicapped by labor conditions and mounting 
prices. 

The dire need of housing facilities, however, is so great 
that drastic means of relieving the situation have been 
proposed in the New York State Legislature. The municipal 
authorities in New York City have called a conference of 
contractors, bankers, labor leaders and manufacturers in 
an attempt to expedite a building program as much as 
possible. Some of the large manufacturers of builders’ 
hardware claim to have orders on their books in excess of 
two million dollars, and most of the local jobbers in build- 
ers’ hardware report vigorous interest on the part of both 
dealers and contractors, and also a serious shortage in 
many lines. 

The present situation in the local market generally is an 
increasing demand and a continued shortage in many im- 
portant items. Deliveries from manufacturer to jobber and 
from jobber to dealer are hampered at every turn by the 
serious freight car shortage and lack of proper transporta- 
tion facilities generally. At present the longshoremen’s 
strike in New York on the coastwise lines is a serious ob- 
stacle. It is reported that the five steamship lines tied up 
by the strike are suffering a daily loss of $36,650. 


Brass and Copper.—Slight changes have occurred recently 
but the market for both of these items in all major respects 
is essentially firm. 


3ase prices for not less than 100 Ib. of a 


size from New York 
stock High brass sheets, 28 4c. to 29l4c. base; high brass wire, 
28%4c. to 29'4c. base; high brass rod, 26%c, to 29c. base; seam 
less brass tube, 42%c. to 441'4c. base sheet copper, hot rolled, 
24 0z., 29%c. per Ib Cold rolled, 14 oz, and heavier, 2c 
per lb. advance over hot rolled 


Bolts and Rivets.—Interest in these lines is consistent 
but not particularly active. 
Prices in the 


base 


local market vary somewhat Machine bolts, 


% x 6 and smaller 20 per cent to 25 and 5; larger and longer, 
10 per cent to 15 and Common carriage bolts, *% x 6 and 
smaller, 10 per cent to 15 and 5; larger and longer, list net to 5 
and 5 Lag screws range from 20 per cent to 30 and 5 Stove 
60 and 5 to 70 Common tire bolts, 50 to 55 Tire bolts 

> per cent Sink bolts, 65 per cent Hexagon semi-finished 
quoted 40 per cent Stove rods, 33144 Lock washers, 40 

Rivets are generally held at 30 per cent discount. Some job- 
bers, however, are quoting iron rivets, 30 and 5 off; black tinners’ 
rivets, 30 and 5 off; tinned tinners’ rivets, 30 and 5 off 

Barrel, Chain and Foot Bolts.—Cast iron barrel bolts, 
3 in., 93 cents per doz.; 5 in., $1.65 per doz.; 6 in., $1.95 per 
doz. Wrought steel, barrel bolts, bronze plated, $2.20 per 
doz.; 5 in., $2.90 per doz. Flush bolts, wrought steel, 1 
inch plate, %4-in., square bolt, bronze plated finish, 9 in., 
$11.48 per doz. Wrought steel foot bolt, bronze plated finish, 
6 in., $10.40 per doz. Wrought steel chain bolts, reversible, 
bronze plated, 6 in., $11.50 per doz. Iron chain door fast, 
4-in., bronze plated, $4 per doz.; 6-in., $7.50 per doz. 

Butts and Locks.—Quite a good deal of substantial inter- 
est has developed lately for both butts and locks, and many 
jobbers expect additional interest as soon as some tangible 
building program has been formulated. It might be worthy 
of note at this point that there is a very real shortage in a 
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great many items of builders’ hardware which will in- 
evitably affect the building situation all over the country. 

Loose pins, steel butts, ball tip, bright, 2 x 2, $2.25: . 
$2.45; 3 x 3, $2.65; 3% x 3%, $2.95; 4 x 4, $3.55; 5 x 5, $6 

z. pairs net. Loose pins, steel butts, ball tip, plated, 2 
100 pair; 2% x 2%, $ 5; 3 x 3, $37.50; 31%, x 3h, 
: x 4, $47.45; 5 x 5, $86.75, all per 100 pair Narrow 
zht steel butts, fast pin, % in., 40c. per doz. pair; 1 in., 40¢.; 
in., 65c.; 2 in., 90c.; 2% in., $1.10; 3% in., $2; 4 in., $2.85; 
, $4.60, per doz. pair, 15, 7445 and 5 per cent discount. 

Mortise lock sets for inside doors, wrought steel 
3%, reversible escutcheon 7 x 2%, knob 2% in., 
keys, 88c. per set. Upright rim lock, 4 x 3% in., iron bolt, 2% 
in. back set, $3 per doz. Same with 4144 x 3% cast brass bolt, 
$9 per doz. Horizontal rim lock, 3% x 5, iron bolt, $4.25 per 
doz. ; 3% x 6, cast brass bolt, $10.50 per doz Mortise knob locks, 

3? x 34%, back set 2 x 27% in., reversible by removing cap, 
doz Same with front plate 5% in. long, 15/16 in. 
$7.70 per doz. Same with case 4% x 3% in, 
back set, front plate, 5% in. long, % in. thick, cast brass, 
$15 per doz. 

Door Sets.—Cylinder front door set, beaded design, 
wrought bronze metal easy spring lock 5% x 3% in., outside 
escutcheons, 10 x 3 swivel spindle, 3 German silver kegs, 
$11.25 per set. Bit key front door sets, beaded design, easy 
spring lock, 5 x 3% in., outside escutcheon 10 x 3 inside, 
2% x 1% knobs, 2% in. swivel spindle, 3 nickel plated 
keys, wrought bronze metal, $3.75 per set. Same in wrought 
steel, $2.75 per set. 

Door Checks.—A few alterations were made recently on 
prices for some of the following items. Present jobbing 
quotations are: Yale door checks, No. 72, inside door, 
$8.10; No. 74, 3 ft. wide, 22 in. thick, $11.50 plus 15 per 
cent. Sargent door check and spring No. 321, $10.40, No. 
323, $16; No. 326, $32, with discount of 50 per cent. Corbin 
liquid door check and spring No. 1, $5.20; No. 3, $8; No. 5, 
$12.80; No. 6, $16, plus 5 per cent. 

Drills.—As stated on this page last week the market for 
drills of most standard types is somewhat quiet but an in- 
creased interest is anticipated by some jobbers with the 
advent of spring. 

Prices are: Bit 
wire gage drills, 


lock, 3% x 
nickel-plated 


brass, 


stock drills, 45 off; jobbers’ 
3314 off; wood boring brace drills, 


drills, 33% off; 
40 off 

Farming Tool Handles.—A good and consistent interest 
holds on these items and a number of dealers in and around 
New York have been pushing handles profitably. Discount 
quotations are: 

Farming tool handles 
Long shovel handles, 5 per 
cent off Zent D handles 


dies, 5 per cent off 


generally are quoted at 5 per cent off 
cent off. Long spade handles, 5 per 
5 per cent off. Malleable D fork han- 
Pick handles plus 20 per cent 

Fly Traps and Swatters.—These items are developing 
somewhat more than their fair share of interest in the 
spring buying orders that jobbers are receiving and much 
more attention is expected as warmer weather approaches. 

Fly swatters, wire mesh cloth, corduroy 
$1.20 per doz.; wire cloth, black enamel 
Tempered steel wire, black wooden handle, 
per doz 

Fly traps. galvanized wire cloth, tin 
5% in., diameter 43/16 in., $1.60 per doz 
cloth, tin base and cover, $3.50 per doz 

Galvanized Ware.—There is substantial interest being 
manifested in this line generally, and more particularly 
in items where the shortage is more acute. Some size 
pails and tubs are almost off the local market because 
of the inability of manufacturers to supply the demand. 
Prevailing prices are: 

Galvanized sheets, No. 28 gage, hold at $9.50 to $10 base per 
100 1b. Other items are: Galvanized pails, 8 qt., $4.2 
doz.; 10 qt., $4.90 per doz.; 12 qt., $5 per doz 14 qt 


bound, wooden handle 
handle, $1.50 per 
14% in. over al 


hase. heigh 
painted 


cover and 


Black 


$5 per 
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Especially at this time of the 
prices are 
bound to be made, «Read the 


Reports and know the Markets 


year changes in 











doz.; 16 qt., $7.30 per doz. Extra heavy galvanized pails, 12 qt., 
$7.30 per doz.; 14 qt., $8.35 per doz.; 16 qt., $11 per doz. Wash 
tubs, No. 1, $13.75 per doz.; No. 2, $15.95 per doz.; No. 3. $18.60 
per doz. 

Garden Tools.—Garden tools continue to hold the eenter 
of interest in local buying circles. The demand is large 
and widely distributed. It is saia that the shortage that 
has developed as a consequence of the heavy demands and 
the many difficulties that have confronted manufacturers 
have made it almost impossible to meet the present require- 
ments. 

Lawn rollers are being quoted list 

Socket hoes are $8.84 to $9.50 per doz.; riveted shank hoes, 
blue finish, $4.01 to $4.10 per doz.; solid shank hoes, bronze fin- 
ish, $7.97 to $8.60 per doz.; mortar hoes, 9 in., $11.41 to $11.80 
per doz. 

Hedge shears, 8 in., 


plus 10 per cent. 


$1.40 each; 9 in., $1.65 each; 10 in., $1.90 


each; No. 101, 8 in., $1.50 each; 9 in., $1.75 each; 10 in., $2.05 
each. 
Malleable iron rakes, 10 tooth, $4.56 per doz.; 14 tooth, $5.11 


per doz.; 16 tooth, $7.42 per doz.; steel rakes, 10 tooth, $7.60 to 
$8.94 per doz.; 14 tooth, $9.15 to $10.45 per doz.; 18 tooth, $10.65 
per doz. Wooden lawn rakes, wooden bows, $5.78 to $6.50 per 
doz.; steel bows, $7.50 to $8.09. Wooden hay rakes, 2 wire bows, 
$4.95 per doz.; 3 aluminum bows, $7.81 per doz.; 2 wooden bows, 
$4.80; 3 steel bows, $7. 

Spading forks, 4 tang, malleable D handle, strapped, $11.82 per 
doz.; wooden D handle, strapped, 4 tang, $15.40 per doz.; 4 tang, 
extra heavy, wooden D handle, $17.71 per doz. 

Manure forks, 4 tines, strapped, 414-ft. handle, $12.79 per doz. ; 


4 tines, plain ferrule, 4%4-ft. handle, $11.33 per doz.; 5 tines, 
strapped ferrule, 4%4-ft. handle, $15.10 per doz.; 4 tines, wooden 
D handle, plain ferrule, $13.74 per doz.; malleable D handle, 4 


tines, plain ferrule, $11.04 per doz.; malleable D handle, 4 tines, 
strapped, $13.75 per doz.; wooden D handle, 4 tines, strapped, 
$15.72 per doz. 

Hay forks, 2 tines, 514-ft. handle, plain ferrule, $10.29 per 
doz.; 3 tines, plain ferrule. 51%4-ft handle, $11.59 per doz.; 3 tines, 
strapped ferrule, 51%4-ft. handle, $13.14 per doz. 

Hinges.—Prevailing quotations on hinges are: Light 
strap T hinge, standard list plus 2! per cent; heavy strap 
steel T hinge, 15 per cent off; heavy galvanized strap 
hinges, 15 and 5 per cent; light T hinges, list plus 20 per 
cent; heavy T hinges, list plus 65 per cent; extra heavy 
T hinges, list, 5 and 24% per cent discount. 


Ice Tongs.—Ice tongs seem to be receiving a good deal 
of attention lately. Prices being quoted locally as revised 
recently are: Wrought steel tongs, tool steel points, ja- 
panned black, 10-in., $17 per doz.; 11-in., $18; 14-in., $23; 
17-in., $27; 20-in., $32; 24-in., $37. Solid steel ice tongs, 
swell handles, drop forged hardened points, japanned red, 
1l-in., $32 per doz.; 15-in., $35; 17-in., $40; 24-in., $45, with 
new discount of 25 and 5 per cent. 

Key Blanks.—New prices are being quoted by local job- 
bers on Yale, German silver, paracentric key blanks, 3 doz. 
in box, $1.15 per doz. 


Lasts and Stands.—“Old Man’s” lasts and stands are now 
ne quoted locally $22.25 per doz. Heel plates, $1.60 per 
0. 

Lawn Mowers.—A substantial advance occurred during 
the past week on lawn mowers and as a result interest in- 
creased appreciably. New prices are: 

Plain bearing, 3 blades, 12 in., $5.50 net; plain bearing, 
14 in., $5.75 net; plain bearing, 4 blades, 10 in., $5.75 net; 
plain bearing, 4 blades, 12 in., $6.00 net; 16 in., $6.50 net; 
ball bearing, 3 blades, 12 in., $6.75 net; 16 in., same, $7.25 
net; level, 4 blades, 14 in., $9.85 net; same, 18 in., $10.85 
net; same, 20 in., $11.35 net. 

Linseed Oil.—No further price changes have occurred in 
he linseed oil market recently, with the exception that the 
Prices now for July-December delivery is held at $1.79. 


The current basis is $1.84 
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er gallon for carlots and $1.90 
per gallon in single barrels f.o.b. New York. Boiled oil 
is 2 cents extra, double boiled oil #s 3 cents extra and 
oil in half barrels is 5 cents extra. 

Nails.—Little or no improvement has been noticed in the 
local nail situation. It has been claimed that there is little 
or no profit for many of the mills by adhering to the base 
prices established by the American Steel and Wire Com- 
pany, unless costs of manufacture can be reduced or the 
selling price advanced. As pointed out a few weeks ago, 
on this page, some of the manufacturers have advanced 
prices by adopting a new nail card for all standard sizes. 
This has enabled them to advance the price on smaller sizes 
which co:t the most to manufacture. Many jobbers have 
withdrawn all prices on nails and will only fill orders at 
prices prevailing at date of shipment. 

Current prices prevailing in 
For wire nails the prices range 


this section vary considerably 
from $4.25 to $6.50 base per keg 


For cut nails (which are almost off the local market entirely) 
prices range from $7.75 to $9.50 base per keg. It should be 
further noted that only small lots are obtainable anywhere in 


this section 
Wire brads and nails in 1-lb. papers are quoted by local job- 


bers at 2/3 off. Quarter-pound papers take a discount of 10 
per cent Set screws, iron, 50, 10, 5 per cent off. Cap screws, 
50 and 10 per cent off Galvanized nails, 25-lb. boxes, 4D, $8.65 
6D. $8.55: 8D, $8.45: 10D, $8.40; 20D, $8.35 Galvanized roofing 
nails, 1 x 12, $10. Plain roofing nails, 1 x 12, $7.20 

Naval Stores.—The longshoremen’s strike in the New 


York harbor has seriously crippled the local market for 
naval stores. Turpentine is very scarce and is being quoted 
locally at $2.30 per gal., f.o.b. New York. 

Rosin is scarce and quoted on a still advancing market. 
Common to good strained on a basis of 280 lb. per barrel 
is $18.50 per bbl.; D grade, $19.25; E grade, $19.75, and F, G 
and H, $20; WW is being quoted in some places as high as 
$25.50 per bbl. 

Rope.—Most eastern buyers who have not as yet placed 
their orders for rope seem prone to hold off awaiting de- 
velopments. No further price concessions have been made 
by Manila hemp importers and many seem to think that 
very little business is possible at the present level of prices 
for Manila hemp. There seems little indication, however, 
that there will be any reduction of price on rope because of 
the peculiar conditions that at present hold sway in the 
rope market. Prices are: 

Jute rope, No. 1, 17%c. to 18e¢.; jute 
jute twine wrappings, best grade, 30c. to 35c.; India hemp twine, 
No. 4% and 6-in., 24%c. to 27¢ Manila rope, best grade, 27c 
to 27\%c.; hardware grade, 24c. to 24\4c.: bolt rope, 32c. to 32\4c 
Sisal rope. pure, %-in. basis, 184c. to 22'%4c.; lathe yarn, first 
grade, 18\%c. to 22%c.; second grade, 164c. to 19%c. 

Roofing and Building Paper.—Continued activity hold in 
this line and there is a continually growing shortage. 

Prices are: Tar paper, 1 ply, $2.95; 2 ply, $2.05; 3 ply, $2.50 
Rubber roofing paper, 1 ply, $2.90; 2 ply, $3.50; 3 ply, $4.10 per 
roll. Sheathing paper, 25-Ib. roll, $1.75; 30-Ib. roll, $2.30; 40-Ib. 
roll, $3.25. 

Rubber Garden Hose.—A very substantial demand is be- 
ing made for rubber garden hose and its accessories. 


rope, No. 2, 16'%4c. to 17c. ; 


Prices are: tubber garden bose, % in.. 6 ply. 14%c. per ft.; 
54 in., 7 ply, 18%c. per ft.; % in., 5 ply, 1l4c. per ft.; % in, 4 ply, 
wire bound, 16c. per ft; % in.. 6 ply, plain, 16c. per ft All prices 
quoted herewith are for 50-ft. lengths Lengths of 25 ft., add 
1 cent per ft. 

Hose washers are 45c. per lb. Nozzles, level grade, $7 per 
doz.; Will-Wear grade, $7.50 per doz.; galvanized hose clamps 


take a discount of 10 per cent. 

Hose Reels.—Simplex hose reels seM at $15 per doz. 
Reels with galvanized steel drum, 21% in. diameter, handles 
28 in., for 100 ft. of hose, $30 per doz. 

Pruning Shears.—Interest is active in this line and prices 
have advanced. New prices as quoted locally are as 
follows: 

Cast iron pruning shears, $2.85 per doz.; 9-in., California 
pattern, black finish, $10 per doz.; 9-in., full polished, Cali- 
fornia pattern, $14.80. Grass shears, black finish, 5',-in., 
$3 per doz.; full polished, warranted, $6.35 per doz. 

Lawn Sprinklers.—These items are receiving their fair 
share of interest in the present spring buying. Prices are 
firm. 


Gold lacquered, tin top, 4% in. diameter, $1.40 per doz Sheet 
brass ring sprinkler &§ in. diameter $7.50 per doz Sprinkler 
with 3 brass arms, 5 in. high, brass head, $14 per doz 3 brass 
irms, 12 in. high, brass head, $16 per doz 3 brass arms, 24 in 


high, brass head, $23 per doz. 

Sprayers.—Sprayers are in ample demand and the sup- 
ply seems to be fairly adequate to answer normal spring 
buying in this section. 

One-pint sprayer, tin tank, $3.50 per doz.; one-quart 
same, $4.50 per doz.; 1 qt. tin, with brass tank, $10.50 per 
doz. 
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Screws.—The demand for screws is consistent. Some 
slight changes in discounts occurred during the past week. 

Flat head, bright screws are now quoted 72% and 20 per cent. 
Flat head, galvanized screws, 57% and 20 per cent. Round head 
blued screws, 70 and 20; round head, nickel-plated screws, 60 and 
10 Iron machine screws ye per cent. Brass machine screws 
50 per cent It should be noted that plain round and flat head 
screws remain unchanged. 

Scales.—A very substantial interest is showing itself in 
this line. Prices are firm. Flat top barrel scales are now 
$2.50 each; barrel scales with scoop are now $2.75 each; 
parcel post scales, $2.50 each. 

Staples.—New prices announced during the week on poul- 
try netting staples are: 10 Ib. boxes, 9c. per lb. In keg 
lots 8c. per lb. 

Wire Goods.—From all indications the statement that 
there is going to be a very real shortage in wire goods of 
all kinds is thoroughly warranted The present difficulty 


CHIC 


AGE, 
1920. 


Office of HARDWAGE 
Cuicaco, March 17, 
LTHOUGH production is gradually catching up with 
consumption in some lines, the output, particularly in 
steel and iron products, is still much below the needs of the 
country. Business continues to be very heavy at jobbing 
centers, but retailers state they are beginning to feel the 
effects of decreased buying, although right now the total 
volume of sales is still far in advance of a year ago. The 
labor situation shows improvement. There are no strikes 
of importance in effect at this time. There is a shortage 
of labor and it is more noticeable among common labor. 
There is not much relief in sight, as figures issued by the 
immigration bureau show in round numbers, that during 
the first two months of this year, fifty-one thousand immi- 
grants arrived, while the emigration was about sixty-one 
thousand. As we depend almost entirely on foreign labor 
for doing this work, you can readily see these figures are 
not very encouraging. 

There has been very little, if any, improvement made 
in the freight deliveries and merchandise in transit appar- 
ently is taking longer than ever to arrive at its destination. 
Under normal conditions, goods from New York to Chicago 
arrived by fast freight in from four to six days. Now it 
takes from four to six weeks. 

There has been several changes in price noted during the 
week and all of them are upwards. Nails, barb wire and 
smooth wire advanced 20c. per hundred. Some manufac- 
turers of screws have advanced their price about 17% per 
cent, using as base discount 67% per cent instead of 72% 
per cent. Rope advanced 3c per pound. Wheelbarrows 10 
per cent. Pitcher and Set-length pumps advanced from 
7% to 10 per cent. Tarred felt 50c. per hundred. 

The Eagle Lock Company, in circular No. 92, dated March 
5, 1920, advised the trade that all prices on cabinet locks, 
miscellaneous hardware, keys and key blanks were with- 
drawn and an advance of approximately 10 per cent would 
be put into effect. Until such time as new price lists are 
ready for distribution, prices would be quoted on application. 

There is a great scarcity of agricultural wood handles, 
also manufacturers of fence have notified the jobbers that 
they are so far behind on all sizes of the best grade fence 
made with No. 13 and No. 14% filling, that they cannot ac- 
cept additional business, except with the understanding that 
there will be considerable delay. Manufacturers of stove 
pipe and elbows have withdrawn from the market for the 
reason that they have sold for future delivery all the mate- 
rial which they were able to contract for. 

The demand for builders’ hardware continues to be very 
active and there continues to be a shortage of heavy bevel 
steel inside sets, nickel plated bathroom sets and glass 
knobs. Manufacturers state they are sold up on these 
items and can make no definite promise as to delivery. The 
market on butts, strap and tee hinges is very firm and it 
would not be surprising to see another advance in price on 
these items. 

Collections continue to be very good and cash sales are 
excellent. 

Axes.—Jobbers report that their salesmen are sending 
in a great many orders for axes for future shipment. Job- 
bers state that their stocks are badly broken and have 
very few axes on hand for immediate requirements. Prices 
are held firm. 

We quote stocks, f.o.b. Chicago: First quality 


from iobbers’ 


Hardware Age 


in obtaining goods is causing both jobbers and retailers un- 
feigned embarrassment. The demand is out of all propor- 
tion to the supply. 
Poultry netting is now quoted 33% off. ig 
peg S a eo of 25 per cent. Black wire, $2.50 per 100 <q. ft 
dull finished galvanized wire, 12 mesh, $3 per 100 sq. ft.; 13 mesh’ 
$4.60; 14 mesh, $3.50. 1“ a 
_Square mesh wire cloth, 2 x 2, $5 per 100 sq. ft.: 3 x 3 
$5.25 per 100 sq. ft.; 4 x 4, $5.50 per 100 sq. ft.; 5 x 5, $5.50 per 
100 sq. ft.; 6 x 6, $5.75 per 100 sq. ft.; 8 x 8, $6.25 per 100 sq. ft. 
Stone plain annealed wire, No. 16, $7.85 per 100 lb.: No. 18, 
per 100 lb.; No. 2Q, $9.60 per 100 lb.; No. 24, $11.15 per 
b Stone galvanized annealed wire, No. 16, $9.85 per 100 
.; No. 18, $10.85 per 100 lb.; No. 20, $11.85 per 100 Ib.; No. 24 
$12.50 per 100 Ib. 
Note: Square mesh wire in 50 ft: rolls will take extra 
charge of 15 cents per 100 square foot in place of 10 cents. 
An advance is expected soon on cap screws and hair 
clippers. 


AGO 


Single bitted axes, 3-lb. to 
bitted, $22.50 per doz. base. 

Alarm Clocks.—There has been no change in the situation 
as to alarm clocks since last reported. The shortage is just 
as acute as ever and the demand far exceeds the available 
supply. Manufacturers are from four to six months behind 
with their orders and can make no promises as to deliveries. 
Jobbers report that they are receiving a few alarm clocks 
from the manufacturers, but as soon as they reach the 
shipping platform, they are immediately portioned out to 
the trade, with results that they have been unable to ac- 
cumulate stocks of any kind. 

We quote from jobbers’ stocks, f.o.b. Chicago: The American 
alarm clock, dozen lots, $13.84 per doz.; Sleepmeter alarm clock, 
$18.36 per doz. net; Ironclad alarm clock, $22.29 per doz. net; 
Big Ben and Baby Ben, $28.78 per dozen net 

Coal Hods.—A great many orders for coal hods for fu- 
ture delivery have been booked by the jobber during the 
past week. There is a report that the manufacturers have 
about all the business in this line that they expect to be 
able to take care of unless the supply of steel sheets be- 
comes more plentiful. Jobbers state that their stocks are 
practically cleaned out on coal hods and carried very few 
of any into this season, with results that deliveries depended 
entirely upon ability of the manufacturer to produce these 
hods in sufficient number to meet the necessary require- 
ments of the trade. 

We quote from jobbers’ stocks, f.o.b. Chicago: Japanned open 
hods, 17-in., $4.70 per doz.; 18-in., $5.25 per doz.; jappanned fun- 
nel hods, 17-in., $5.90 per doz.; galv. open hods, 17-in., $7.20 per 
doz.; 18-in., $7.85 per doz.; galv. funnel hods, 17-in., $8.90 per 
doz.; 18-in., $9.60 per doz. 

Tire Chains.—There has been no improvement in deliveries 
from the manufacturer on tire chains and jobbers state that 
their stocks are badly broken and that the demand is now 
heavier than ever. 

We quote from jobbers’ stocks, f.o.b. 
chains, 30 x 3%, in lots of dozen pairs, $2.00 per 

Eaves Trough and Conductor Pipe.—As expected at this 
time of the year, the demand for eaves trough and con- 
ductor pipe would be unusually heavy. Jobbers state that 
their sales are better than normal and while deliveries from 
the manufacturers are slow, they were able to accumulate 
stocks earlier in the season, with the result that they have 
been able to fill all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage lap 
joint eaves trough, 5-in., $6.30 per 100 ft.; 2-in., plain galvanized 
ridge roll, $6.30 per 100 ft.; 29-gage conductor pipe, 3-in., $6.75 
per 100 ft. These prices are for full crate lots. 

Files.—Prices on files continue to be very firm. Sales are 
reported excellent with heavy demand from the manufac- 
turing districts. Jobbers state that they are securing very 
satisfactory deliveries from the manufacturers and on all 
standard sizes are able to make prompt deliveries. 

We quote from jobbers’ stocks, f.o.b. Chicago: Nicholson files, 
50-7% per cent discount; New American, 60 per cent discount, 
Disston, 50-10 per cent discount; Black Diamond, 50-5 per cent 
discount. 

Galvanized Ware.—The situation as to galvanized ware 
is about the same as last reported. Jobbers are out of stock 
on nearly all of the best selling items, and have not been 
able to replenish them from the manufacturer. Several 
manufacturers have withdrawn from the market entirely, 
owing to the shortage of steel sheets. Jobbers continue to 
limit the quantity of one dozen to a customer. : 

Glass.—There is a serious shortage of glass and ship- 
ments from the manufacturers are not ample to meet the 


Farm fencing 


4-lb., $16.50 per doz. base; double 


Rid-O-skid 
pair 


Chicago: 
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present requirements, say nothing about enabling the job- 
bers to accumulate a stock. Present prices are held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single strength 
A, all sizes, 77 per cent off; single strength B, first three brackets, 
717 per cent off; all sizes, double strength A, 79 per cent off; 
putty in 100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 
3, 1 doz. to package, 65c. per package. 

Clipping Machines and Parts.—Right now is the height 
of the season for horse clipping machines and jobbers report 
that their sales continue to be excellent. Manufacturers 
have been making very prompt deliveries and jobbers state 
they have ample stock on hand to fill all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Stewart horse- 
slipping machines, No. 1, ball-bearing, inclosed type, for horses, 
mules and cows, list $12.75. Top plates, list $1.00. Bottom 
plates, list $1.50. Discounts, 25-5. Stewart clipping machine, 
No. 8 for sheep and goats, complete with No. 5 shear, four combs 
and four cutters, $17.00 list. Discount, 25-5. 

Wood Handles.—There is a shortage on all kinds of wood 
handles and deliveries from the manufacturers continue to 
be very slow. In fact there is not enough handles being 
manufactured to meet current demands. Manufacturers ex- 
plained the situation by stating that there is a great scarcity 
of hickory. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hickory 
axe handles, $4 per doz.; No. 2, $3 per doz.; second growth hick- 
ory axe handles, $6.30 per doz.; extra quality hickory axe han- 
dies, $5 per doz.; No. 1 hatchet and hammer handles, 90c. per 
doz.; second growth hickory hatchet and hammer handles, $1.60 
per doz 

Lanterns.—Dealers who have not sent in specifications 
for lanterns for future shipments should do so at once, as 
there no doubt will be a shortage later on in the season. 
Jobbers state that a great many dealers have taken ad- 
vantage of their terms which are for shipment at their 
option after July 1, invoice to date Sept. 1. Sales on lanterns 
for this season are expected to be heavier than ever. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns, No. 0 tubular, $6.50 per doz.; No. 2 tubular cold blast, 
$9.35 per doz. 

Paints and Oils.—The outlook for Spring and Summer 
paint and varnish business was never brighter. Manufac- 
turers state that their business is good at this time and 
is getting better each day. The market price on linseed oil 
has jumped 5c. per gallon in response to the general demand 
and unsatisfactory immediate supply of seed. White lead 
continues to be in very good demand and there is not much 
new to report, unless it is that conditions, so far as manu- 
factured products is concerned, is becoming more com- 
plexed as the season advances. The turpentine market is 
very firm and an advance of 12c. per gallon was noted this 
week. There has been no change in the price of shellac, 
manufacturers have offered lower prices for the last half 
of the year and there are indications of a movement towards 
a lower market. 

The following prices prevail on leading staples: Strictly pure 
linseed oil, 1 to 4 bbls., one delivery, raw, $2.05 per gal.; boiled, 
$2.07 per gal. Terms 30 days net, or less 1 per cent if paid 
within 10 days from date of invoice. Strictly pure gum spirits 
of turpentine in barrels, $2.42 per gal.; 180-deg. denatured alcohol, 
in barrels, 85c. per gal.; strictly pure white lead, 100-lb. kegs, 
$15.50 each; New York plaster of paris, in barrels, $4.50 per bbl.; 
Gilders’ whiting, in barrels, $3.50 per cwt.; pure shellac (4-lb 
goods), in gallon cans, white, $7.30 per gal.; orange, $6.80 per gal. 
English Venetian red, in barrels, $2.50 to $5.00 per cwt. 

Nuts and Bolts.—There continues to be a shortage of nuts 
and bolts and jobbers state that they are out of stock on 
nearly all of the standard sizes and are not able to get much 
encouragement from the manufacturers as to deliveries. 
The demand continues to be very heavy and present prices 
are well maintained. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine bolts 
up to % x 4 in., 35-5 off; larger sizes, 25-5 off; carriage bolts 
up to %x 6 in., 30 off; larger sizes, 20 off; coach or lag screws, 
gsimlet points, square heads, 45-5 off; hot pressed nuts, square or 
hexagon cap, $1.45 off per 100 Ib.; stove bolts, 70 off. 

Wire Nails.—An advance of 20c per keg on wire nails was 
put into effect this week by local jobbers. There is very 
little, if any improvement in deliveries from the mills and 
the shortage of nails continues to be very acute. While 
several firms have adopted the new nail card, the larger 
jobbers are still basing their prices on the old card. 
Common 


We quote from jobbers’ stocks, f.o.b. Chicago: wire 


nails, from $4.10 to $4.75 per keg base. 

_ Rope.—The expected advance in price on rope was put 
into effect last week. This new advance shows an increase 
of 3c. per pound on manila rope only. Price on sisal remains 
the same. Jobbers state that their sales on rope are very 
neers and they report fair deliveries from the manu- 
acturer, 


We quote from jobbers’ stocks, f.o.b. Chicago In full coils, 





What you will make this Spring 


depends largely on how eco- 


nomically you stock, Watch price 


changes in the weekly reports. 











manila rope, standard brands, No. 1, 284c. per Ib. base; 
274%ec. per Ib. base; No. 3, 25%c. per lb. base; sisal rope, full 
coils, standard brands, No. 1, 19%%c. per Ib.; No. 2, 17%c. per Ib. 

Roofing Paper.—There has been very little, if any roofing 
paper shipped into this market during the week. Jobbers 
and retailers’ stocks are very low and all orders are taken 
subject to stock on hand. Prices on tarred felt advanced 
50c. per hundred; other prices are same as last quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certainteed 
roofing, 1-ply, $3.13 per sq.; 2-ply, $2.64 per sq.; 3-ply, $3.15 per 
sq.; Major roofing, 1-ply, $1.83 per sq.; 2-ply, $2.24 per sq.; 3-ply, 
$2.65 per sq.; Guard roofing, 1-ply, $1.38 per sq.; 2-ply, $1.74 per 
sq.; 3-ply, $2.10 per sq.; tarred felt, $4.75 per 100-lb.; red and 
gray rosin paper, $90.00 per ton. 

Spark Plugs.—Sales on spark plugs are very heavy. Both 
retailers and jobbers report that their business during the 
past ten days shows a great improvement. A great many 
cars which were laid up for the winter were put into service 
during the past two weeks. Retailers should check up their 
stocks very carefully and see that they are amply supplied 
with all sizes, as the sale of plugs should prove very profit- 
able. 

We quote from jobbers’ stocks 
lots of 1 to 50, 65c. each; 


No. 2, 


f.o.b. Chicago: Hercules Giant, 

lots of 50 to 100, 62%c. each; lots of 
100 and upward, 60c. each; Hercules Junior, lots of 1 to 100, 40c. 
each; lots of 100 to 150, 37%4ec. each; lots of 150 and upward, 35c. 
each; Hel-Fi standard plugs, lots of 50 to 100, 42%ec. each; lots 
of 100 and up 40c. each; Hel-Fi superspark plus lots of 50 to 
100, 621%4c. each: lots of 1090 and up, 60c. each; A. C. Titan plugs, 
each; A. C. Cico plugs, 48c. each; Champion X, 59c. each; 
Champion O, 62c. each; Champion Heavy Duty, 78c. each; Split- 
dorf plugs, 6244c.. each; United plugs, Junior, small lots, 40¢ 
each; lots of 100 or over, 37%c. each; United Giant Heavy Duty, 
small lots, 60c. each; lots of 100 or over, 57%ec. each. 

Steel Sheets.—Deliveries on steel sheets continues to be 
very slow and the mills are making no promises as to 
shipment. Stocks are very low and jobbers are limiting 
their sales to one bundle to a customer. 

We quote from jobbers’ stocks. f.o.b 
sheets, No. 28, at $8.50 per 100 Ib.; 28-gage 
100 Ib. 


Chicago: 


Galvanized 
black sheets, $7.00 per 


Stove Board.—Orders for stove board are being placed 


very freely by retailers for future delivery. Jobbers state 
that they have more orders booked than ever before. Deal- 
ers should order now for their fall requirements, as there 
do doubt will be a shortage later in the season. 

We quote from jobbers’ stocks, f.o.b. Ohicago: Wood lined 
erystal stove bonrd '4 x 24. $13.65 per doz 26 x 26, $16.05 per 
doz.: 28 x 28, $18.85 per doz.: 30 x 30, $21.30 per doz.; 33 
$25.50 per doz.; 36 x 36, $30.50 per doz. 

Screws.—F or some unknown reason, the demand for round 
head blued screws far exceeds the available supply. Job- 
bers report that they have fair stocks of flat head bright 
on hand, but are unable to supply the trade, say nothing 
of accumulating a stock of blued screws. There has been 
no change in price since last reported. 

We quote from jobbers’ stocks, f.o b. Chicago: 
screws, 7214-20; flat head brass, 60-20; round head 
20; round head blued, 70-20. 

Sash Weights.—Jobbers report that there has been no 
improvement from foundries on sash weights and that they 
have not been able to obtain enough to supply the trade. As 
a great many buildings are being rushed to completion 
for May 1, the demand at this time of the season is un- 
usually heavy. Foundries state they are findirg it very 
difficult to obtain enough scrap iron to keep up their pro- 
duction. 

We quote from jobbers’ stocks, f.o.b. Chicago Sash weights 
in less than ton lots, $70 per ton, ton lots, shipment direct from 
the foundry, subject to delay, $68 per ton 


Wheelbarrows.—An advance of 10 per cent on all wheel- 


Flat head, bright 


brass, 57%- 
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barrows was made in this market during the past week. 
Jobbers continue to be out of the steel tray barrows and are 
unable to obtain deliveries from the manufacturers. They 
however, report that they have plenty of the wood tray 
barrows on hand. 

We quote tubular 
barrows, 


from jobbers’ stocks, f.o0.b. Chicago: No. 4 
barrows, all steel, $8.50 each: common tray or stave 
$3.50 each; angle keg garden barrows, $5.75 each 

Wire Cloth and Poultry Netting.—Jobbers state that their 
stocks on poultry netting are about exhausted and as they 
cannot get any positive information from the factory re- 
garding future shipments, they therefore do not. want to 
take more orders until they have the netting in sight. They 
have, therefore, withdrawn their prices from the catalog. 
The same situation practically applies to wire cloth. Manu- 
facturers have withdrawn from the market stating that they 
have all the wire cloth sold that they possibly can deliver. 
We quote stocks, f.o.b. Chicago: Black painted 


from jobbers’ 
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wire cloth, 12-mesh, $2.25 per 100 sq. ft.; poultry netting. ealvan-. 
ized before weaving, 50 per cent discount; galvanized after weav- 
ing, 45 per cent discount. 


_Game Traps.—Jobbers state that they have booked a very 
nice business on game traps, but there are still a great 
many dealers who have not bought and they should get their 
orders in without further delay. With the high price of 
furs, there is a special incentive to the trapper. It is very 
doubtful if the manufacturers will be able to produce enough 
game trap this coming season to meet all requirements. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 0 Victor 
Traps with chains, $1.71 per doz., without chains, $1.34 per doz.: 
No. 1 Victor Traps with chains, $2.01, without chains, $1.52 per 
doz.; No. 1% Victor Traps, with chains, $3.05 per doz., without 
chains, per doz.; No. 0 Oneida Jump Traps with chains, 
$2.37 or z., Without chains, $1.75 per doz.; No. 1 Oneida Jump 
Traps with chains, $2.75 per doz., without chains, $2.12 per doz.: 
No. 1% Oneida Jump Traps with chains, $4.12 per doz.. without 
chains, $3.25 per doz.; No. 0 Newhouse Traps with chains, $4.75 
per doz., No. 1, $5.62 per doz., No. 1%, $8.50 per doz. 
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Ottice of HARDWAGE 
Boston, March 20, 
geod ENT in both retail and wholesale hardware circles 
appears to have undergone a change for the better dur- 
ing the past week or ten days, possibly because of a few real 
springlike days. It is certain that the uneasiness felt at 
first regarding that time when this country will experience 
a business depression, whenever that time does come, is 
less evident. There is still, however, considerable caution 
on the part of the retail dealer in buying. As a general 
thing he is well covered on spring goods, and is inclined 
to let well enough alone for a while, at least, limiting fresh 
buying to actual needs and then only in small amounts. But 
the fear of drastic shrinkages in inventories is passing with 
a resumption of consumptive buying on a fairly liberal scale. 
One thing is noticeable in the consumptive buying, however, 
according to some of the retail dealers we have talked with 
of late. The public is not coming into a store and buw’ : 
merchandise regardless of price as was the case during .« 
shortly after the war. There is a little more shopping goi: 
on; more frequent inquiries for more reasonable price 
goods. 

As to current prices, one has to look in the manufacturing 
field for a tip. Apparently a majority of the manufacturers 
are going along on the same basis as heretofore. That is, 
they are finding it difficult to obtain raw material in suf- 
ficient quantities; labor is still inefficient; transportation 
conditions poor; and it is still necessary to borrow large 
sums of money to conduct business at loaning rates that call 
for a constant upward readjustment in manufacturing sell- 
ing prices. The past week or ten days has witnessed a 
large grist of price changes, almost without exception up- 
ward. And the impression one gathers from the manu- 
facturer is that prices are more likely to advance than to 
decline. Jobbers and retail dealers, however, do not all 
share this view, many of them believing that prices have 
gone about as high as the consuming publie will pay, which 
accounts for the tendency in some quarters to go slow on 
purchases of hardware. 


Augers.—One of the leading manufacturers of augers and 
auger bits has advanced prices approximately 10 per cent. 
This particular concern is far behind on deliveries and the 
others making similar lines are practically in the same boat. 


Axles.—All of the heavy hardware jobbers here have ad- 
vanced prices on axles. The demand for axles is a little 
better than normal, but stocks are ample for all require- 
ments. Jobbers advanced prices because they find it im- 
possible to replace stock except at materially higher prices, 
and took such action to protect themselves. 

We quote from jobbers’ stocks: Axles 
and one piece, under 2% in., 15¥%c. per Ib.; 
and one piece, 2% in. and 3 in., 16%e 


square bed, drawn bed 
square bed, drawn bed 


Baseball Goods.—Judging from the orders being received 
by jobbers from retail hardware dealers for baseball goods 
it will be the biggest season on record for such merchandise. 
The jobbers are fairly well stocked up or will be within a 
month, provided the New England railroad transportation 
systems do not become tied up again with snow and ice, 
and there is no reason why the retail dealer should not get 
his baseball goods requirements. 

We quote from jobbers’ 
$12.84 per doz.; Major League 
Field, $4.30; Junior League, $2.20 
National League, $16.50 per doz 


stocks fats-—Louisvills Slugger 
10.20; No. 16, $8.50: Kine of the 
Crackajack, $2 Bas 
Professional league, $8 


halls 
Dollar 


League, Junior League 


Young America, $2; 


Dead, $8; Boys 


$4.50; Junior League, $4; 
special, $2.50; ) 


Dandy, 88c 

Batteries and Bulbs.—As a result of the advertising 
‘ampaign by one of the largest producers of batteries and 
“ases, there is an abnormal demand for such stock, as well 
as for bulbs. The manufacturers have been doing well in 
keeping the jobbers supplied, but because of the increase 
in business they are beginning to fall behind a little in the 
matter of shipments. There is no reason, however, why 
retail dealers, if they want them, should not be able to get 
supplies. The height of the advertising campaign men- 
tioned above, will be reached during the week ending 
March 27, 

Batteries.—lIeading makes standard tubular tree-cell batteries, 
50c. list; standard two-cell, 35c. list: baby batteries, 30« Dis- 
counts: Less than unit packages, 1/3 per cent off list; unit pack- 
ages, 40 per cent off list; 10 or more unit packages, 40 and 10 
per cent off list. sulbs: In les than unit lots, list; in unit lots, 
25 per cent off list; in 10 unit lots or more. 40 per cent off list 
Retailers selling $500 worth of bulbs per annum can secure con- 
tracts at slightly more favorable discounts. 


Bolts and Nuts.—Rumors of a further advance in stove 
bolts are going the rounds in local wholesale hardware 
circles, but nothing specific has developed. One of the larg- 
est producers of bolts in the country who normally carries 
a stock of 40,000,000 to 50,000,000, to-day has considerably 
less than 2,000,000 on hand, as compared with orders on its 
books for something like 150,000,000, not to say anything of 
the many more millions for export trade. This manufac- 
turer can keep his plants operating at capacity for the next 
six months if he does not accept a single order in the mean- 
time. For that reason he is not accepting contracts from 
jobbers, holding the latter to ordinary orders at prices ruling 
on the date of shipment. This manufacturer has not quoted 
a price since January, last. Other manufacturers are prac- 
tically in the same condition as this one, and the nut supply 
situation is no better. Some of the local jobbing stocks of 
the latter are practically cleaned out. The Boston & Maine 
Railroad, the Boston & Albany and the Atlantic Works 
have been heavy buyers of bolts and nuts on this market 
of late, according to the jobbers. 


We quote stocks: Machine bolts. with H. P 
per cent discount; 4% x % and 
machine bolts, C. T. & D. nuts, 
cent discount; 4% x % in. and 
bolts, 6 x % and smaller, 10 per 
cent discount: 6% x % larger, list; tap bolts, list plus 30 
per cent; stove bolts, large quantities, 60 per cent discount 
bolt ends, 5 per cent discount; tire bolts, 45 per cent discount 
semi-finished nuts, 9/16 and smaller 45 per cent discount; % 
and larger, 45 per cent discount: finished case hardened nuts 
50 per cent discount; H. P. square blank in full keg, tapped 
hexagon, blank, tapped; CC. P. Cc. & T. square blank tapped 
hexagon blank and tapped, list 2 


plus 2c 

Bottles.—A Connecticut manufacturer of an all-steel 
vacuum bottle is conducting a vigorous selling campaign 
in various parts of New England, which has been reflected 
in the consumptive demand for its product. Other vacuum 
bottles, however, are not backward according to orders being 
received by the jobbers. 

Thermos bottles, brown 
$4.50 Corrugated, nickel, 
pints, $4.50; quarts, $6.50 

All-steel bottles, one-quart, 
one-quart, leather finish, $11 


from jobbers’ 

nuts, 4 x % and smaller, 15 

larger, 10 per cent discount; 
4 and smaller, 10 per 


4x % in. 
larger, list; common carriage 
% and 


pints 2.75 | 
quarts. $6 Smoot! 


10 per 


steel juarts 


pints, $4 
Discount 25 and 
nickel-finish, $10 

two-quart, $16 each 


case, 
nickel 
cent 


rt, $15 


two-q 


Calks.—A general advance in welded toe calk prices, 48 
1amed by the hardware jobbers, has taken place since last 
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reports. The higher prices are not due so much to any 
material increase in the demand for such things, as it is 
to the jobbers’ inability to secure fresh supplies except at 
higher prices. 

Welded toe calks—Dull, $2.25 per box; sharp, $2.50 
$2.50; sharp heel, $2.75. 

Clocks.—Retail dealers are still having difficulty in get- 
ting clocks which they have on order. This is because the 
manufacturers are still far behind on deliveries. The latter 
in some instances are shipping goods to the jobber which 
were ordered last June. Clock manufacturers’ representa- 
tives are around the market taking orders to run for the 
balance of 1920 only, and they are limiting jobbers to the 
smallest possible amounts. In other words they are trying 
to check over-buying, which has been the rule for con- 
siderably more than a year. 


Dog Collars.—Some of the jobbers who have had orders 
on manufacturers’? books for more than a year have can- 
celled these and have placed requirements with other manu- 
facturers in the hope of getting something with which to 
fill retail demands. 


Door Checks.—The leading manufacturers of door checks 
have advanced prices approximately 5 per cent, and jobbers’ 
lists have been marked up correspondingly. 


Drills—No apparent letup in the demand for drills is 
noticeable notwithstanding the recent advance in prices. The 
whole situation appears to rest on the ability of the manu- 
facturers to secure raw materials. If they can do so, they 
can easily catch up on some of their back orders, but other- 
wise they say there will be a scarcity which they will be 
unable to satisfy for more than a year, at least. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 1% 
in., straight shank, 40 per cent discount; bit stock drills, 45 
per cent discount; blacksmiths’ drills, 40 per cent discount; center 
drills, 40 per cent discount; drills and countersinks combined, 
list; ratchet drills, list; wood boring brace drills, 45 per cent 
discount; high speed drills, price on application; all other kinds 
40 per cent discount. 

Files and Rasps.—One can locate an occasional liberal 
supply of files, but as a general thing jobbers have com- 
paratively little stock on hand. The demand for files is 
a little better than normal and as fresh goods come for- 
ward from the manufacturers slowly, prices are firmly 
maintained. 

We quote from jobbers’ stocks: Files—Nicholson and Black 
Diamond, 40, 10 and 10 per cent discount; Great Western, Arcade 
American, Kearney & Foote, etc., 50, 10 and 5 per cent discount; 
Swiss, list. 

Rasps.—Heller 70 per cent discount; Superior, 75 
eent discount. Stokes, 75 and 5 per cent discount 

Globes.—A_ still further advance in lantern globes is 
recorded here, this time amounting to 10 to about 12% 
per cent. 


Hammers.—Some of the manufacturers of heavy ham- 
mers and crowbars have advanced their price lists approxi- 
mately 15 per cent. The advance was made necessary by 
the increasing costs of raw material. 


Handles.—Farming tool handles, such as those used for 
forks, rakes, hoes, etc., have been revised upward 5 per 
cent, now being quoted at 15 per cent off the list. The 
higher prices are based on the difficulty in securing and 
the higher cost of desirable wood. 


Hangers and Tracks.—One of the manufacturers of the 
most popular lines of barn door hangers and tracks has 
advanced prices about 7% per cent, which is simply in line 
with the general trend of hardware values. That the ad- 
vance did not come sooner, is surprising to the trade here. 


Hose.—Jobbers report that orders for garden hose are 
coming in in a highly satisfactory manner. Inasmuch as 
the demand for this product in 1919 and 1918 was not as 
heavy as usual, it is generally believed here that the present 
season will be one of the most profitable in the history of 
the hardware business. The manufacturers are making a 
good showing on deliveries. 

We quote from jobbers’ stocks: Bulldog, %-in., 19¢. 
Milo, %-in., 15%c. per ft.; Good Luck, %-in., lic. per ft. 

Horse Cards.—Some of the manufacturers of horse cards 
have made a material advance in their prices. In fact the 
advance amounts to very nearly 50 per cent. 


Horseshoes.—The long expected advance in horseshoes has 
materialized and it amounts to about 50c. the keg. Not- 
withstanding the increase in the number of automobiles in 
use in Massachusetts and other New England states, there 
apparently is no decrease in the call for horseshoes. As a 
matter of fact the demand is unusually good for this season 
of the year and local stocks are not nearly as large as 
they were a month or so ago. 


blunt heel 


and 5 per 


per ft.; 
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We quote from jobbers’ stocks Standard 
kegs to dealers in Maine, New Hampshire, 
chusetts and Rhode Island points, $8 per keg base. Base prices 
are for No. 2 or larger To Connecticut blacksmiths and con- 
sumers the base price is 100-Ib. No freight is 
allowed on store shipments 

Fancy Shoes.—Side weights, $12 
910.25; toe weights, $11.25; 


makes in 100-Ib 
Vermont, Massa- 


$7.75 per keg 


50 per keg; track side weight, 
steel shoes, $9.75; toe creased, $8.25; 


side wear, $12.75; calked, $9.75; extra light calked, $10.75; iron 
countersunk, $8.75; steel countersunk, $10.50; tips, $9.75: light driv- 
ing, $9.75; featherweighdts, $9.75. mule, $8.50; all assorted shoes 


50c. per keg extra. 

Iron and Steel.—There has been a further general ad- 
vance in iron and steel prices since last reports. Opinions 
as to further advances are mixed, but a majority of the 
jobbing trade appear to be of the belief that the advance 
has gone about as far as it will, for the time being at least. 
This attitude evidently is based on a freer movement of 
material from the mills. There are others, however, who 
contend that there is such a hole to be filled in the needs 
of iron and steel that it will be many months before demands 
are satisfied and for that reason it is possible values, based 
on the cost of raw material and production, will have to be 
revised upward again at some later date. 

Iron.—Refined, per 100 lb., $5 base except as noted; %*, 9/16-in 
round and square and 2%-in. and larger, $5.40; 7/16-in. round and 
square and smaller, $7; over 6-in. wide, $6.50; best refined, $6.50 
Wayne, $7.50; band iron, $6.75; hoop iron, $7.75; Norway iron, $20; 
broken bundles of hoops, 2c. extra; broken bundles of other iron 
lac. extra. 


Steel.—Soft steel bars, $5 per 100-lb. base; flats, 6-in. wide 
and narrower, over 2-in. thick, $5.50; over 6-in. wide and not 
even inches, $5.85; concrete bars, plain round and square, $8 
base; twisted squares, $5.50; structural, angles, channels and 


$5.25: cold rolled steel, 
flats, $7; tire steel, 
$6.50; open hearth 
steel bands, $6.75; 
\Y%-in. and heavier, 


tees under 3-in., $5 base; 3-in. and over, 
rounds, $6.50 base; squares, hexagons and 
1% x % and larger, $6; narrower and thinner, 
spring steel, $10; crucible spring steel, $15 
hoops. $7.75; No. 10 sheets, $6.55; plates, 
$5.55 base 

Nails.—Horseshoe nails have been advanced owing to in- 
creased cost of production, etc. This change is the first 
one reported in many months and certainly is not out of 
line with the action of prices on wire nails, etc. The wire 
nail situation is a little easier, but not enough so to warrant 
the belief that all back orders on jobbers’ books will be 
filled within the near future. As a matter of fact it will 
take a long period to catch up with business in this branch 
of the hardware trade. 

We quote from 


jobbers’ stocks: Wire nails per keg. $4.50, $5, 





$5.50, $6 base: coated wire nails, $5 per standard 100-lb. keg 
base; cut nails, $7.25 per keg base; galvanized nails. $11 per 
keg base. 

Horseshoe.—lLeader No. 5, $5.40 per keg; No. 6, $5; No. 7, $4.80 
No. 8, $4.60; No. 9, 10 and 11, $4.45; Crown, No 5.90; No. 6 


$5.25: No. 7, $5.05; No. 8, $4.85; No. 9, 10 and 11, $4.65 

Picks and Mattocks.—A further advance in railroad picks 
and mattocks amounting to about 10 per cent is announced 
here. The demand is not especially active, but stocks from 
the makers are coming forward slowly and those in jobbing 
hands are broken. 

Rivets.—There has been another advance in small rivets, 
amounting to 5 per cent. Local stocks are badly broken. 
Rivets, iron, small, 25 per cent 
base 


We quote from jobbers’ stocks 
discount; structural, full kegs, $6.25 per 100-Ib 

Rope.—The market on Manila rope is easier. The price 
of henequen has fallen from 18c. to 9c. per pound, accord- 
ing to the rope manufacturers, the drop being largely due to 
a collapse of the Yucatan henequen monopoly. 

We quote from jobbers’ stocks: Manila rOpe, 30c. per Ib 
sisal rope, 21c. per Ib. base; braided awning rope, No. 3%, 
No. 4, $4.76; No. 4%, $5.38; No. 5, $8.20. 

Rubber Tire Channel.—In common with other steel prod- 
ucts, there has been an advance, amounting to approximate- 
ly 2%c. per pound, in rubber tire channel, which is the 
second price movement reported this year. The demand for 
channel is normal and stocks are in fairly good condition. 

We quote from jobbers’ stock: Rubber tire channel, 10e 

Rules.—The Lufkin Rule Co., Saginaw, Mich., has notified 
local jobbers that all orders are subject to prices ruling 
at date of shipment. While that statement does not signify 
anything specific pricewise to the retail dealer to-day, it 
does suggest that the company is far behind on deliveries 
and is taking this precaution against a further advance in 
manufacturing costs. 

Screws.—Little new has transpired in the market for 
screws during the past week or so. The call for wood 
screws is only fair, but stocks are not large and the market 
is very firm, apparently, in common with those for other 
products. There is some talk of a further advance in cap 
and set screws going the rounds, but nothing definite has 
happened. 


We quote from jobbers’ 
72% per cent discount; flat 


base 


$4.50 


per Ib 


lists: Wood screws, flat head bright, 
head blued, 72% and 5 per cent dis 
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count; round head blued, 70 per cent discount; flat head brass, 60 
per cent discount; round head brass, 57% per cent discount; flat 
head brass plated, 624% per cent discount; round head nickeled, 
60 per cent discount; flat head galvanized, 57% per cent discount. 

Coach screws, 25 per cent discount; set screws, 40 per cent dis- 
count, cap screws, hexagon, 35 per cent discount; fillister, 15 per 
cent di count; flat and round, 10 per cent discount; iron machine 
SCTEWS, oo per cent discount. 

Scythes and Snathes.—Some of the leading manufacturers 
of scythes have advanced prices about $1 per dozen, and 
those on snathes about $3. Orders for such farm tools are 
not coming in very fast and it is believed in some quarters 
the new prices possibly may restrict buying to smallest pos- 
sible quantities. 

We quote from jobbers’ Scythes, solid steel, $17 per 
dozen; Lit'le Giant, high grade, $17.50; brush and bramble, $17.50. 

Silverware.—The Oneida Community, Ltd., Oneida, N. Y., 
manufacturers of silverware, are furnishing retail hardware 
dealers, through the jobbing trade, an interesting booklet 
devoted to the art of window dressing as regard various 
kinds of seasonable goods. The book contains but one sug- 
gestion for the display of silverware, the rest of it being 
devoted to other kinds of things in which the company is 
not interested in a manufacturing way. The book can be 
had for the asking and it might offer valuable suggestions 
to those retail hardware dealers located in large cities 
and towns. 

Springs.—Jobbers report a better call for wagon and car- 
riage springs, with prices on common kinds unchanged, but 
those on malleable higher. 

We quote jobbers’ stocks: 


‘ N : 
CUTLERY 
Office of HARDWAGE AGB, 
New York, March 22, 1920. 
Page ee ye jobbers and dealers both complain that no mate- 
rial relief has been experienced in regard to shortages 
nor are many of them optimistic about the immediate future. 
It is reported that some of the manufacturers are appre- 
hensive about further labor troubles. If any general labor 
trouble should develop it would be a very serious blow to 
the American cutlery industry. 

It is interesting to note the gradual but consistent in- 
crease in foreign importations of cutlery. The present 
shortage and the marked difference in foreign exchange 
makes the American market very desirable for many of 
the foreign manufacturers. It is extremely improbable that 
there will be any large amount of cutlery imported within 
the next three years. But it is not only probable but al- 
ready a matter of fact that just enough foreign goods are 
coming in to wet the appetite of many types of American 
buyers. According to the latest figures issued by the De- 
partment of Commerce, Germany imported during January 
of this year 24,407 dozen pocket knives; 2120 dozen razors 
and parts; 13,689 dozen scissors and shears. England, 
during the same month, sent to this country 1193 dozen 
pocket knives, 765 dozen razors and 13 dozen scissors and 
shears. 

Price advances occurred during the past week on jack, 
pearl and Boy Scout knives. 

Paper Hangers’ Knives.—Forged 
in. wide, polished maple handle, 1 
doz.: square, same, $4.37 per doz 
rolled, 3% in. long, 1% in. wide, 
handle, $5.70 per doz. 

Putty Kn ves.—Polished steel 
stained cherry handle, 1 doz. in 
blade, tempered, cocobolo handle, 
stiff blade, 1% in. long, $5.20 per doz.; 
Flexible handle, 1% in. long, 95.85 per 
per doz. 

Scraping Knives.—Saw steel blade, 3% in. long, 2 rivets, hard- 
wood handles, $1.10 per doz. Scraping knives, forged steel blade, 
cocobolo handle, lap bolster, riveted, warranted, 3-in. blade, $9.20 
per doz.; 4-in. blade, $12.08 per doz. 

Pen Knives.—New prices are quoted herewith. Pearl 
handle, 2 bladed pen knife, 31%-in. long, German silver shield, 
brass lined, $22 per doz. Pearl handle, 4 bladed pen knife, 
German silver tips, brass lined, German silver shield, 1 large 
blade, 2 small pen blades, 1 nail file, $30 per doz. 

Jack Knives.—There is a very large demand for both jack 
and pen knives, and jobbers find it almost impossible to 
satisfy dealers’ orders because of limited stocks on hand 
and the difficulty of getting additional supplies. 

Standard American 2-bladed jack-knife, 3%4-in. length, 
stag handles, brass lined, electro silver shield, 2 steel 
bolsters, no cap, $11.50 per doz., with a discount of 5 per 
cent for dozen lots or more. American jack-knife, 3 in. 


stocks 


from Common wagon and carriage 


blade, 3% in. long, 1% 
box; round, $4.37 per 
steel blade, taper 
polished maple 


steel 
doz. in 

Forged 
square point, 


blade, 1% in., brass ferrule, 
box, $1 per doz. Forged steel 
3 rivets in handle, metal bolster, 
2-in. blade, $7.15 per doz. 
doz.; 2-in. blade, $7.80 
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springs, lic. per Ib. base; plain malleable, 22c. per Ib.; threaded 
malleable, 27c. to 35c. per tb. 

Stoves.—The leading manufacturers of oil cook stoves 
have advanced prices approximately 10 per cent. Local 
jobbing lists have been revised correspondingly. 

Watches.—There is a persistent rumor going the rounds 
here that the Ingersoll people are to advance prices to-day 
or Monday. In that event it is highly probable that the 
manufacturers of other kinds of cheap watches will take 
similar action. The manufacturers of these kinds of watches 
are still having trouble in securing efficient labor and there- 
fore they are far behind on deliveries. 

Wedges.—Wood choppers wedges have been advanced le. 
per lb., according to the jobbers here. 

Wire.—The market on annealed market wire, which comes 
in 100 lb. bundles, is from 4c. to 4c. per lb. higher, accord- 
ing to new lists issued by the manufacturers. The local 
market on this kind of wire is practically bare and it is not 
to be wondered at that prices are higher. 

Wrenches.—As is usually the case when the manufac- 
turers have difficulty in securing raw material, the demand 
for wrenches is excellent; in fact much larger than the 
supply. The recent advance in prices has made no impres- 
sion whatever on the demand, according to both the manu- 
facturer and hardware jobber. 

We quote from jobbers’ stocks: Stilson and Trimo and parts, 50 
per cent discount; Coes and parts, in full packages, 25 and 7% per 
cent discount; in broken packages, 25 per cent discount; drop 
forged wrenches, 20 per cent discount; Westcotts wrenches, new 
list; agricultural wrenches, 30 per cent discount. 


MARKETS 


long, stag handle, electro silver bolsters and shield, brass 
lined, 1 pen blade and 1 large clip, polished blade, $12.50 per 
doz., 5 per cent discount box lots. “Bon” jack-knife, 2 
blades, polished celluloid handle coverings, steel lined, 3 
brass rivets in handle, polished back, $4 per doz. Two-bladed 
pen knife, standard size, black fiber handles, brass lined, 
steel rivets in handles, $4 per doz. 


Boy Scout Knives.—Standard pattern, stag handles, brass 
lined, electro silver shield ad shackle, contains punch, cap 
opener, cap lifter, screw driver and 1 large polished blade, 
3% in. long, $19.00 per doz., with a discount of 5 per cent 
for box lots. 

Butcher Knives.—Crucible steel blade, extra finish, cocobolo 
handle, 3 brass rivets and burrs; 6-in., $4 per doz.; 7-in., $5 per 
doz.; 8-in., $6 per doz. High-grade steel blade, scale tang, beech 
handle, 6-in., $2.75 per doz.; 7-in., $3.50 per doz.; 8-in., $4 per 
doz.; 10-in., $7 per doz. 

Kitchen Knives.—Tempered steel blades, full polished, assorted 
styles, with enameled handles, $1 per doz. Forged steel blades, 
assorted styles, ebonized handles, $1.20 per doz.; crucible steel 
blades, 3%4-in., assorted cocobolo, boxwood and ebony handles, 
brass rivets and burrs, $2.75 per doz. 

Trimmers.—Japanned handles, 6-in., 911.58 per doz.; 8&-in., 
$14.53 per doz.; 10-in., $22.37 per doz. Nickel plated trimmers, 
No. 136, 6-in., $13.58 per doz.; No. 138, 8-in., $17.16 per doz.; No. 
130, 10-in., $26.63 per doz. 

Manicure Scissors.—No. 573%, $17.20 per doz.; No. 574%, $18.15 
per doz. 

Nail Scissors.—No. 663144, $17.20 per doz. 

Ladies’ Oval Pattern Scissors.—Three-in., $11.17 per doz.; 
$13.17 per doz.; 6-in., $14.63 per doz. 

Flat Pattern Ladies’ Scissors.—Five-in., $12.63 per doz.; 
$13.58 per doz. 

Pocket Scissors.—Three and one-half in., 912.10 per doz.; 
$12.63 per doz. 

Carving Sets.—Set consisting of knife, fork and steel, 8-in., 
forged steel blade, polished stag handle, $3.25 per set. Three- 
piece set, 8-in., forged steel blade, genuine stag handles, sterling 
silver ferrules, $5.35 per set. Three-piece set, 9-in., forged steel 
blade, genuine stag, fancy sterling silver bolster, $7 per set. 

Table Knives and Forks.—Tempered steel blades, full tang, 3 
rivets, no bolster, white bone handle, 4 prongs, $1.90 per doz. 
pieces. Polished tempered steel blade, metal cap and _ bolster, 
ebony handle, 4-pronged fork, $3.25 per doz. pieces. Forged steel 
blade, celluloid handle, solid bolster highly polished, $6.25 per 
doz. pieces. 

Razors.—Old style open blade type, with rubber handles. full 
hollow ground, %-in., %-in., %-in., $21 per doz. Three-quarter 
hollow ground, %-in., 5-in., %-in., $18 per doz. Half hollow 
ground, \%-in., %-in., %-in., $14 per doz. 


5-in., 
6-in., 


4-in., 


Boston Cutlery Market 


Office of Harpwace AGE, 
Boston, March 20, 1920 
ENERAL conditions governing the cutlery market are 
unchanged. There is the same scarcity of high-priced 
goods, and the upward tendency of values in general. Dur- 








March 25, 1920 


BARS—CROW— 
Steel Crowbars, 10 to 40 1b., 
Y@IV¢ 
10 to 40 /b., 
8A @IVe¢ 


Pinch Bars, 


BEAMS—Scale— 

Chatillon’s No. 1, 

List Sept. 25, 1918 
200 300 400 600 1000 Ib. 
$3.00 $4.00 $6. 00 $8.00 $14.00 

chatilon's @ MO. Becccscccece 5% 

P. 8. & 

Lis : <™ 25, 1918—16% % 


BELTING—LEATHER— 


From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 02...35% 
Belting, Heavy, 16 oz......40% 
Beltis Medium, 14% oz. .40% 
Belting, Light, 13 oz.....50% 
Second Quality, Sides....55% 
Second Quality, Shoulders. .60% 
Cut Le i r Lacing, Strictly 
N 


Leather - ing Sides, per sq. 
t. Raw Hide, No. 1 in 
sides 17 sq. ft. ‘and over.. .47¢ 
See TF OE TE ecivenes 45¢ 


Rubber— 


ompetition (Low Grade) 50&10% 
BES. occ can seve nes 40K10% 
 COMEOE lies sel uso 35% 
BLOCKS—Tackle— 

Common wooden .......+-. 15% 
PD Bivcccupensnhateees 15% 
Drill— 

Athol Machine Co.: 
Drill Blocks ..... -List net 


olts— 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 
4% x 6, and smaller. .40%10% 
Common Carriage (rolled thread): 
4x 6, and smaller...15%5% 
Larger or longer.......5&5% 
Phila. Eagle, $3.00 list... .60% 
Bolt Ends, H. P. Nuts 40% 


lachine (cut thread): 
4% x 4 and smaller...... 50% 
Larger or longer........ 40% 


CHAIN—Proof Coil— 
American Coil; Straight Link: 
3/16, $18.00; 4, $15.00; oie. 
$12.50; % ‘$11 00; 
10.50 %, $10.25; %, $0.18: 
$9.25; 1 in., 


%™. $9.5u; %, 
00. 


Animal, 


Fish and Vege- 
table Oils— 


Linseed, Raw, Carload 


RS ae $1.84@— 

City, five-bbl. lots 1.87@— 
Out-of-town, five-bbl. 

lots and over........ 1.84@— 

Boiled, 2¢ per gal. advance on 

Raw. 


Lard, prime, winter, edible in 
bbls., per gal 1.90 
Cotton seed, Crude 


Se! eee 17.50@— 

Yellow Summer 

eee, “WElk wceoees 19.25@19.50 
Tallow, Acidless, car 

ot ae 1.60@ 
Menhaden 

Northern Crude ......... nominal 

Southern f.0.b. Fac- 

a OE Ce ere 95@1.00 

Light Pressed ......... 1.17@— 

Yellow Bleached ..... 1.21@ 


White ng ached 
Winter os eednee ee 1.23@— 
Cocoanut Ceylon do- 
mestic, bbl. per Ib...184% @— 


Cochin laported, spot...20%@— 
Domestic, Me eh aceen a .20a— 
Cod, Domestic, Prime. .$1.16@— 


Newfoundland, in bbl... 
Corn, Refined, bbl., 100 
aN Bue was «wee wake es 20.56@— 

P orpoise ‘body PTL er 1.24@— 
_ Olive denatured ......8.00@— 
Neatsfoot, Prime........ 1.70@1.80 
Palm, Lagos, spot per 1b.15% @— 
Soya Bean, bbl. Ib....18%@— 


Miscellaneous 
Barvtes- : 
White, Foreign, per ton. 
Domestic prime, 
wRite floated, 
Rees $34.00@36.00 


-1.16@1.17 


-nominal 


Per ton ....... ++ -21.00@24.00 
-per ton nominal 
.-per ton nominal 
China, Cs, Tmported, 


—s English Pa 


--18.00@ 23.50 
8.50@20.00 





Mills and Hardware Supplies, March 25, 1920 


DRESSING—Belt— 


Jobbers’ Mfg. Company 
Blue Ribbon, Stick, 2 Ib. .30¢ 
eoate. 5 & 10 @ cans, 


ceccpeeves re 
Piqued in gal. cans gal..$3.00 
DRILL AND DRILL 
STOCKS— 
Teovist, Bit Stee. ck ccccces 45% 
Twist, Taper and Straight 
BS errr YX 
Wire Gauge Jobbers’ and R. S. 
Paes VY % 
Brace Drills for Wood..... 45% 


EMERY—Tarkish— 
Out of market at present time 


Dee Ts a's kes 86 ckGaw ee 10¢ 

HAMMERS AND 
SLEDGES— 

RS PERO ET CTE L CET ET. ...c 

CO 5 - Biv cvssccisuvewks 50% 

OILERS— 

Steel, Copper Plated....... 60% 

Chace, Brass and Copper. ..10% 


Railroad, coppered.....3344&5% 


Chace, Zinc Plated..... 3343 % 
Railroad, brass eevee emow 
PICKS AND MATTOCKS— 
ROE in cesrctecaccuawasaeeee 
Contractors’ Picks...... 1624 % 
ROPE— 


Eastern Retail Trade Per lb. 
Manila, % in diam. and larger 


Highest Grade ........273%4¢ 
Second Grade .....+.0+++20¢ 
Hardware Grade setesnsanee 
Sisal, % in. diam. and larger: 
Highest Grade ...........23¢ 
Second Grades ooo. .ccceer.d0@ 


Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse 
first quality, 23%4¢; second 
QUBUEY cv cccccceese ce Z0VaG 
Sisal, Tarred, Medium Lath 


arns 
Firat GQueleay ccicciccesesdae 
Second quality ..........20¢ 


Cotton Rope: 
Best 5/16-in. and larger, 
49@50¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 


Third Gr., 5/16-in. and 


larger 45 @46¢ 
Jute: 
No. 1 %-in. and up..... 19¢ 


No. 2, %-in. and up....17¥a¢ 





Paint material prices as quoted 


Cobalt, Oxide -per lb. 1.60@1.65 


Tee ctennenendar per 100 Ib. 

Commercial ....-+-eesee- 1.15@1.20 
GUIGRTD. occ ccccecccces 1.20@1.25 
Bx. Gilder® ...cccccce 1.30@1.40 


Putty Commercial 


Commercial, 120 Ib. 








SU. wcacucueewwnees .2.75@— 
Pure, tube .2.scccccecs 4.50@— 
In 1 Ib to 5 Ib tins..... 6.00 @7 .35 

Spirits Turpentine— 

® gal. 

In Machine bbls........2.16@2.36 
Gum Shellac— 

® ib. 
Diamond I ..cccccccvcses nominal 
i. ea ree nominal 
Medium Orange ........ nominal 
A. C. Garnet....-.cee0 25@1.30 
WOGUE cccdocveceresscses nominal 
Kala Button -nominal 
ye ere ee ee 50@1.55 
Vi B. Decvcccccscccvceses nominal 

Colors in Oil— 

@ Ib. 

Black, Lamp .....--e+- 40@45 

Black, Coach, Japan.... 28@40 

Black in oil...--.++++- 82@36 

Drop Black ...---ec.++s 82@36 
Blue, Chimese ..--ccccce 1.00@1.10 
Blue, Prussian ......... 1.00@1.10 

Blue, Ultramarine ..... 40@50 
French Ochre ..--...++ 18@22% 

treen, Chrome, Pure.... 70@75 

Green, Paris ....+.+++- 60@75 

Indian Bed ..cccccccces 85@39 

Venetian Red .......-. 16@18 

Sienna Burnt ........-. 20@382 

Umber, Raw ...--++«+5 28@30 

Umber, Burnt .......-. 28@30 

Chrome Yellow .......+- 38@45 
White and Red Lead, 

&e— 
Cents ® Ib. 
Lead, American White 

DD céectevetetectaes 10%@11 





SAWS AND FRAMES— 
Hack— 
Saws, 6 to 14 in. inc......35% 
Saws, Machine Bl lades, 
12 to 14 wm. oocee  10K10% 
Saw Frames— 
Iron, adj., per doz.......$4.0 
Steel, ad., 8 to 12 in., per di 


Steel adj., steel hdl 
Adj. Pistol-Grip, per doz $18.77 


SCREWS— 
Coach, Lag and Jack— 


Lag, Cone Point... 50&10 

Coach, Gimlet Point... .30&5¢ 
Jack Screws— 

Bek Perey erie 0% 


Machine— 
Cut Thread Iron, 
Flat Head or Round Head, 
60810% 
Fillister or Oval Round Head, 
SOX 10% 
Fillister or Oval Head .40&10' 
Rolled Thread Iron, F. H. or 
R. H. 0 - 4% 
Fillister or Oval Head 80% 
Rolled Thread Brass: 
ax st re 50&10% 
Fillister or Oval Head...60° 


Set and Cap— 


Flat Head, Iron..... 50&10&5¢ 
Set (Steel) net advance over 
PHME. vccunenncews 25° 
Sq. Hd. Cap 6085 
Hex. Hd Cap.......50 to 10% 
Fillister Head Cap......45° 
Wood 
Flat Head, Iron..... 72Y&15% 
Round Head, Iron..... 70&15% 
Flat Head, Brass ..... 60&15% 
Round Head, Brass. .57Y815% 
Flat Head, Bronze. .55& 10&10% 
Round Head, Bronze 


52% &10&10% 


STOCKS, DIES AND 
TAP 


s— 
Sets RU TTT OT TTR CT oe 10% 
Hand Taps, % to 1 in....45% 
Hand Taps, smaller than % 
Gk. ect cececveces ~- 45% 
M. S. Taper Taps, 2 to 


> 





-60%5% 


M. S. Taper Taps, larger 45% 


in New York March 


In Oil White, less than 

500 lb., per 100 Ib........-. 15.50 
500 Ib. up to 2000 Ib., per 

100 Ib 


coeee «+ 13.95 
ep 4 Ly up to 10. 000 ib. per 
100 Ib. wccceeecceeee . 3.61 
10,000 up to 30,000 Ib., per 
BOG TA cakececsereveennsn 13.12 


Carload, minimum, 15 tons, 
Per 100 ID, ...cccccccceces 12.98 
Litharge, American, powdered, 
Steel Kegs, per 100 Ib 


15.50 
500 Ib. up to 2000 Ib...... 13.95 
2000 Ib. up to 10,000 Ib 
13.61 
10,000 Ib. up to 30,000 Ib., 
per 100 Ib........---. covck@uaa 
Carload, minimum, 15 tons, 
12.98 


Zine, Dry— 
Red Seal (French proc.) 
11%@11% 
(French proc. ) 
12%@12% 
(French proc.) 
13% @13% 


Green Sl. 
White Sl 


Ame rican Process. 
5 p. e. lead sulphs ite..9 @I™%G 
10 p. ¢. lend sulphate. .8%@9% 
20 p. c. lead sulphate. .8%@9 
35 p. c. lead sulphate. .8%@9% 


Dry Colors— 


® Ib. 
Black, Carbon Gas.......12 @25 
Black, Bone powdered.... 5%@12 
Black, Drop ..cccccccces 5%@15 
Black, LAMP ccccccccces 15 @45 
Black, Ivory ..+-+++++ee: 16 @30 


Mineral Blacks, ® ton. 


5.00@45.00 
Blue, Celestial ......... 12@25 
Blue, Chinese ..........-- 99@— 


Blue, Prussian, Domestic 


Blue, Prussian, Foreign... .nominal 
Blue, Soluble ...--.cccces 90a — 
Blue, Ultramarine, bbl. .15@50 
Brown, Spanish, high 

grades, per ton..... 24.00@— 
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TURNBUCKLES— 
Mo. 195. Japn’d, per doz.$1.20 
National Mfg. Co. Screen Door. 


TRUCKS—Warehouse, &c. 

Me a tg Mfg. Co.: each, net 
1, $24.50, No. 2, $22.50 

W ASHERS—Cast— 

Over Y-imch, barred lots, per 


100 it $8.00 


Iron and Steel 
Per 100 Ib 
Si bolt 5/1 1 


Washers $13.40 12.50 11.40 


i ; 
11.20 11.10 
WRENCHES— 


Agricultural ........2.-Yk5% 
Ailigator or Cr ile - 90° 
Dr fp Forge eae 15 
Stillsonm pattern........60&5% 
Genuine Walworth Stillson 
O&10% 
METALS— 
Tin— 
oe See 65¢ 
Dl ncsnetuvaekecakoucudas 68-73¢ 
American pig, 99 per cent, 
T0@72¢ 
Copper— 
CAG DOE 6 a énbeeun es 21 to 22 
Electrolytic ..... cece. 20 to 21¢ 
CORED ncceenncccss 19% to 20¢ 


Spelter and Sheet Zinc— 
Western spelter]...104 to 11%¢ 
Sheet Zinc, No.|% base, cast 
to 14%¢ 
Lead— 


American pig..Per lb., 9% 10%¢@ 
I 


ms . . .. Per Ib., 10% to 11¢ 
Solder 

% x % guaranteed......... 43¢ 

Bets SD chensutivesaxccedtadas 40¢ 


Refined ‘ 

Prices of solder indicated by 
private brand vary according to 
composition. 


Babbitt Metal— 


Best grade, per Ib.......-- 90¢ 
Commercial grade, per Ib..... 50¢ 
Antimony— 

Asiatic, per Ib........ 12% to 18 
Aluminam— 


No. 1 Aluminum (guaranteed over 
89 per cent pure), in ingots for 
remelting, per Ib....35 to 28¢ 





sgrown 


Spanish, low 
grades ‘ 


: .16.00@ 
Carmine, No. 40, ‘bulk. 5.20@5.50 


Green, Chrome, or laanay 








7@15 

Green, Chrome, Light 29Mb5 

Medium 10@60 
Metallic Paint, } ton 

Brown occcces -d2-00@36.00 

Red P 35.00@ 40.00 
Ochre, Medium, ® ton.30.00@40.00 

American Gi slde n. @ Ib.2! 

Foreign, Golden }# Ib @ 8% 

French . area acd ---0@6% 

Orange, Mineral English 

nominal 

POR. vi pctceeduacds nominal 

American 2........ 154%4@16% 
Red, Indian 

American, @ 100 Ib....14@16 
Red, Tuscan .. ‘ oe - 2230 
Red, Venetian, @ 100 Ilbs.24%@5 

Rose Pink ..... .19@20 
Sienna, Italian, burnt 

and powdered ......... 8@16 

Burnt LUMP «ccccecves 8@16 
Italian, Raw, pow- 

GRUOR cancsaccsccvcccnse 9@i14 
American, Raw .. ---2%@5 
American, Burnt and pow- 

i TTT 3%@5 
Tale. Fre neh -nominal 


$ 20. 00@40.00 
édtaseeouns nominal 


American, per ‘ton 
Italian 
Terra Alba. 


French -® 100 Ib. .nominal 
English ... -P 100 Ib. .nominal 
American, @ 100 Ib. No. 1 
1.25@— 
American, @ 100 Ib. No. 2 
1.00@— 
Umber, Turkey, Burnt 
and powdered .......... 5% @7 
Raw and powdered...... nominal 
Burnt, American 4 
oe lumps ......- 


Yellow, Chrome, Pure 
Oxide Red, Domestic, 
copperas in caska........ 14@18 
Vermilion, Quick Silver 
English 
Chinese 
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ing the past week or so German pocket knives, marked plain- 
ly with German names, have been offered on this market at 
very attractive prices and quite a few have been purchased. 
One hardware jobber was offered a German pear! handled, 
two blade knife, delivery within five months, at $12 per 
dozen. The nearest thing the jobber had in the store manu- 
factured in this country cost him $27 per dozen. This par- 
ticular jobbing house, during the war, adopted the policy 
of not buying German goods of any kind, and has maintained 
that policy since. But it admits that German knives have 
been bought in Boston and at prices which eliminate com- 
petition. American pocket knife manufacturers are unable 
to keep up with the business on their books, which makes 
the way of the jobber, who is not buying German goods, 
all the harder. 

At the moment there is an excellent demand for carvers, 
notwithstanding the fact that even the cheapest kinds, 
costing around 90c before the war, now command $1.85. 
Manufacturers’ prices on tin tea spoons, forks, knives, etc., 
have been advanced approximately 10 per cent, and nat- 
urally local values are correspondingly higher. Quotations 
on some makes of manicure sets are higher, and all kinds 
appear difficult to obtain. Leading makes of hair clippers 
have been advanced, local prices ranging from about $1.25 
to $3.75 each. 

The Auto Strop Razor people have placed on the market 
a new flat razor that retails for $5.50 and $6 each. The 
Gem and Eveready companies have advanced razor blades 
lc. per set. 

Snips.—Tinners’, No. 12, $1.21 each; No. 10, $1.95; No. 9, $2.13; 
No. 8, $2.40; No. 7, $3.05. Dental snips, No. 0, $12.50 per doz.; 
No. 1, $13.70. Pocket snips, No. 13, $1.12 each. 

Scissors.—Heinisch and Wiss, standard embroidery (two sharp 
points) 3-in., $11.50 list per doz.; 3%-in., $12; 4-in., $12.40. Stand- 
ard ladies’ (one round and one sharp point), 4-in., $12.20 list per 
doz.; 5-in., $13.10; 6-in., $14.70. Pocket (two round points), 4-in., 
$11.50 list per doz.; 4%-in., $11.95; 5-in., $12.40. Suttonhole, 4%- 
in., $14.75 list per doz Manicure, 3%-in., $16.35 list per doz. 
Nail, 3%4-in., $16.35 list per doz. 

Shears.—High grade japanned, straight, 6-in., $11 per doz.; 

i 15; 7 , $12.40; T%-in., $13.10; 8-in., $13.80; 8%-in., 

10-in., $21.25; 11-in., $24.10; 12-in., $26.10; 13 

Nickel plated, 6-in., $12.90 per doz.; 6%4-in., $13.90; 7- 

in., $14.85; 74%-in., $15.50; 8-in., $16.30; &8%4-in., $17.25: 9-in., $20.50. 

Japanned bent trimmers, 9-in., $19.30 per doz.; 10-in., $23.25; 

11-in., $25.50; 12-in., 27.60; 13-in., $29.90. Barber shears, French 

pattern, 6%-in., $17.25 per doz.; 7-in., $18.40; 7%-in., $19.50; 8-in., 
$12. Paper hangers’ shears, 12-in., $26 per doz.; 14-in., $32.90. 

Knives.—Butcher, beech handles, standard makes, 6-in., $3.75 
per doz.; 7-in., $4.50; 8-in., $6; 10-in., $8.50; 12-in., $12. Ebony 
handles, standard makes, t-in., $6 per doz.; T-in., $7.25: 8-in., 
$9; 10-in., $12.50; 12-in., $15.50. 

Pocket Knives.--Standard two-blade cap, 
brass lined, desirable sizes, $10 to $11 per 
kinds, bolster and shield, $9; steel lines, 
$5.50 to $5.75. 

Clippers.—Flexible horse clippers, No. 1; $12.75; No. 2, $16, list 
discount, 25 per cent. Hair clippers, $1.25 to $3.75 each. 

Safety Razors.—Gillette, regular sets, $5 to $5.50; traveling 
sets, $16 to $27, less 25 per cent discount; Auto-strop, regular 
sets, $5, less 25 per cent discount; Gem. $1 sets, $8.40 in dozen 
and $9 in less than dozen lots; Ever Ready sets, $8.40 in dozen 
lots and $9 in less than dozen lots. 


Safety Razor Blades.—Gem, in 
set: in one gross lots, 33c. per set; 
set Ever Ready, in less than gross lots, 29c 
lots or more, 27c. per set. 


and shield. 
desirable 
blades, 


bolster 
doz.; less 
3%-in two 


less than gross lots, 35c. per 
in three gross lots, 3lc. per 
per set; in six gross 


Boston Paint Market 


Office of HARDWAGE 
3oston, March 20, 1920 


HE past week has witnessed a better demand for mixed 


AGRE, 


paints, but the market is by no means active. The 
improved demand is due entirely to more seasonable weather 
conditions. There is a feeling in certain quarters that the 
spring boom in home building in some sections of New 
England, at least, may not materialize owing to the fact 
that banks have, as was the case during the war, begun 
to discriminate in loans on real estate. The action on the 
banks, it is said, is based on a belief that prices in general 
have reached the peak; that from now on they will slowly 
decline and naturally they do not want a lot of high-cost 
houses thrown back upon their hands. This pessimistic 
viewpoint is not general, however, a majority of firms still 
anticipating a highly active and profitable spring season. 
It is well worth noting, however. 

The railroad transportation situation in this section of 
the country is very much improved, and the express com- 
panies are doing better. The retail hardware dealers and 
paint stores of New England therefore are beginning to 
receive some of those long deferred shipments from Boston, 
and Boston dealers in paints appear busier than market 
conditions really warrant. So far as can be learned there 


Hardware Age 


is no weakening anywhere in prices on mixed paints. The 
general impression appears to be that values will remain 
on their present level for several months, at least. One 
gets this impression in retail as well as wholesale circles, 

Brushes.—The market on brushes has been decidedly more 
interesting from the sellers viewpoint since last reports in- 
asmuch as business is more brisk. Some of the manufac- 
turers of black whitewash brushes are turning out an ex- 
ceptionally good article and one need not fear the bristles 
will come out and show on work being done. The call for 
small paint brushes is especially good, according to some 
of the manufacturers. 

Dry Colors.—The scarcity of whiting continues the out- 
standing feature of the dry color department. There js 
every reason to expect the shortage will continue during 
the greater part of the spring as the paint manufacturers 
find it far more profitable to use their stocks in wall finishes 
than to sell the whiting in dry form. The call for other 
kinds of dry colors is a little better than it was around the 
first of the month, but could improve considerably. Prices 
everywhere are strong. 

Barrel Lots.—Plaster of paris, $4.90 per bbl.; whiting (com- 
mercial bolted) 2%c, per lb.; whiting gilders, 2%c. per Ib.: dry 
zinc (American), 20c. per lb.; lamp black, bulk, 15c. per Ib.: 
lamp black in 1-lb. packages, 19c.; raw and burnt umber, 9c. and 
12c. lb.; raw and burnt sienna, 15c. to 17c.; Prince's metallic 
brown, 3c.; yellow ochre, 3%c.; Venetian red, 2\%c. per lb. 

Pound Lots.—Paris green, in 1-lb. packages, 50c. Ib.; in %%-lb. 
paceaees, 5le. lb.; in %4-lb. packages, 52c. 1lb.; ultra marine blue, 

Glue.—A further advance in ground glue prices is re- 
ported, this time amounting to 2c. per lb. The advance in 
price is due to an increased demand and shortening up of 
supplies. Quotations on other kinds of glue remain un- 
changed. 

Glue ground, 18c. per lb.; plate, 30c. per lb.; clear bonnet  37c., 
per 

Lead.—The lead market has held firmly on the recently 
advance base. Supplies are slightly larger than they were a 
month or so ago, but it is evident that a majority of retail 
distributors are buying just as little as possible owing to 
the high prices asked by the wholesale trade. If this policy 
is continued it will not be many weeks before there is some 
accumulation in spots here, but it is doubtful, according to 
well informed interests, if the market weakens owing to the 
national shortage of pig lead. 

White, in oil and dry, 12%-lb. kegs, 16c.; 25 and 50-lb. kegs, 
15%c.; 100-lb. kegs and larger, 15%c.; for 500-lb. lots and over 
deduct 5 to 10 per cent. Dry red lead and litharge, 12%¢-Ib. kegs, 
l6c.; 25 and 50-lb. kegs, 15%c.: 100-lb. kegs and larger, 15'%e 
red lead, in oil, 12%-lb. kegs, 16%c.; 25 and 50-lb. kegs, 164c 
100-lb. kegs and larger, 15%c.; orange mineral, 12'%-Ib. kegs, 
16% c.; 25 and 50-lb. kegs, 16c.; 100-lb. kegs and larger, 15c. Ib 

Oils, Etc.—Turpentine continues scarce and high. Some 
of the largest paint houses here are selling turpentine in 
five gallon lots to customers who want a barrel or more. 
The shortage has been accentuated by the longshoremen’s 
strike, which has tied up shipping all along the Atlantic 
coast. Linseed oil, on the other hand, is easier, offerings 
in the wholesale market being a little freer without any 
‘increase in the demand. Gasoline and kerosene are higher 
and there has been an abrupt jump of 20c. per gallon in 
denatured alcohol. Wood alcohol is very scarce and prices 
depend entirely on what a house fortunate enough to own 
any may happen to ask. 

Castor oil, $2.30 per gal.; cylinder oil, 50c. gal.; gasoline, 50 
gal. or more. 35c. to 37c. per gal.; kerosene, 50 gal. or more, 26¢. 
gal.: lard oil, $2 gal.; alcohol, denatured, $1.01 per gal.; wood 
$1 to $1.25 gal.; linseed, raw in barrel lots, $1.97 gal.; in 10-gal. 
lots, $2.07; in 5-gal. lots, $2.12: in gal lots, $2.17; neatsfoot, $1.85 
gal.; sperm, $2.30 gal.; paraffin, 35c. gal.; floor oils, 5c gal 
turpentine, $2.38 gal. in barrel lots; in 10-gal. lots, $2.45; in 
5-gal. lots, $2.48; in 1-gal. lots, $2.50; benzine, 35c. per gal 

Shellac.—The high cost of ocean freights tends to hold 
the domestic market for shellac gums on a firm basis. The 
local demand for gums is more or less restricted inasmuch 
as everybody is getting along with as little as possible. 

We quote from jobbers’ stocks: Orange gums, $1.99 per Ib.; 
best white gums, $1.90; ordinary grades of white, $1.80 

Sundries.—The price for gold leaf has advanced, but 
quotations on sundries in general have not changed notice 
ably. The sundries market is beginning to show signs 0 
life, but retail distributors in many cases are substituting 
cheaper grades for the higher-priced so the latter are not 
selling as freely as the low-priced. 

Putty (best), in 125-Ib. drums, 8c. per Ib.; commercial putty 
(in drums), 5c.; paint removers, $2.50 list; oxalic acid, 50c. per Ib 

Varnishes.—The better demand for mixed paints is Te 
flected to more or less extent in the varnish market, but 
it will be some time before business becomes normal, ac- 
cording to the belief of some of the wholesale houses here. 
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CLEVELAND, March 22, 1920 
RADE in hardware lines is very good, being above 
normal for this time of year. The demand is well 
distributed among practically all lines of merchan- 
dise. Retailers are getting ready for the spring trade, 
which is expected to be very heavy. Local merchants have 
put in large stocks of general merchandise in order to 
have goods when needed. They do not think they are taking 
chances in stocking heavily, as they do not expect any 
downward tendency in prices for at least several months. 

While shipments from manufacturers are still slow and 
goods are delayed in transit particularly from New Eng- 
land, there is less complaint of a shortage of goods than a 
few weeks ago. As a rule, dealers are fairly well supplied 
with general merchandise but the scarcity of nails, wire 
sheets and other mill products is about as acute as ever 
and there is no prospect of an early improvement. Outside 
of mill products, the scarcity is more noticeable in build- 
ers’ hardware than in other lines and with the increased 
demand that will come with the revival of building activities 
in the spring, it is expected. that builders’ hardware will 
continue to be scarce. In some lines of seasonable goods, 
manufacturers are sold up but jobbers have placed large 
stock orders which will probably take care of the demands 
of the trade. 

Jobbers report a good volume of business in both staple 
merchandise and in seasonable goods and, with some excep- 
tions, have fair stocks. Shipments of spring goods are 
coming from manufacturers fairly well so that it is not 
expected that retail merchants will suffer from delays in 
the delivery of these goods. 

Price advances are still being made but they are not as 
numerous as earlier in the year. 

Automobile Tires and Accessories.—Most of the larger tire 
manufacturers have made the expected advance in prices 
and it is believed that the smaller manufacturers will make 
a corresponding advance. The advance by one of the largest 
makers which about represented the marking up of prices 
made by other manufacturers, is 151/5 per cent on fabric 
casings, 17 per cent on cord casings, 15 per cent on tubes, 
10 per cent on solid tires, 20 per cent on motor truck tires 
and 20 per cent on motorcycle tires. The demand for tires 
and accessories has shown considerable improvement during 
the last week or two. Retailers are placing orders for 
stocks for spring and look for a very good season’s business. 
Present deliveries are fairly good on tires, spark plugs and 
other accessories. 

Jobbers quote Champion X spark plugs at 59 cents each 
for lots less than 100 and 54 cents for lots over 100. 

Bicycles.—Bicycles are moving well for the spring trade, 
a larger part of the business coming from country retailers. 
Manufacturers are now making shipments to jobbers on 
stock orders placed some time ago. Prices are unchanged. 
_Bolts and Nuts.—The demand for bolts and nuts con- 
tinues heavy and manufacturers are far behind on deliveries, 
but jobbers have fairly good stocks, as they are receiving 
shipments on orders placed some time ago. Prices are 
unchanged. Local jobbers’ discounts for shipment to the 
hardware trade are as follows: 

Machine bolts, % x 4 in., smaller and shorter, roll thread, 
40 and 10; cut thread, 30 and 10; larger and longer, 30 and 
o; carriage bolts, % x 6 in., smaller and shorter, roll thread, 
40; cut thread, 30 and 5; larger and longer, 20 and 5; lag 
bolts, 40 and 5; stove bolts, 60 and 10; nuts, keg lots tapped 
$1.50 off list for both square and hexagon. 

Rubber Roofing.—The demand for rubber roofing is only 
moderate at present. Jobbers have good stocks and are 
able to make early shipments. Prices which are unchanged, 
are as follows: 

Adelbert; light, $2.10 per roll; medium, $2.55 per roll; 
heavy, $3 per roll; Cornell, light, $2.35 per roll; medium, 
$2.75 per roll; heavy, $3.20 per roll; slate surface roofing, 
$3.40 per roll. 

Plumbers’ Brass Goods.—Shipments from manufacturers 
are slow. Jobbers report, a good demand as they are now 
able to fill old orders and are taking some new business. 
Prices are firm at the recent advance. 

Polish —A price advance of 20 per cent has been made 
on O'Cedar polish. Jobbers’ new prices on this polish for 
1and 12 oz. cans are $3.60 and $7.20 per dozen, less 33 1-3 
per cent. 

Range Boilers.—There is an acute shortage of range boil- 
ers and shipments are being delayed, because jobbers are 


unable to’ get deliveries as fast as wanted. Prices are 
unchanged. 

Jobbers quote 30 gal. range boilers at $11.40 for standard 
and $12.75 for extra heavy. 

Gas Logs.—A price advance of 10 per cent has been made 
on gas logs. 

Steel Sheets.—Deliveries on sheets show no improvement 
and some of the jobbers are declining to take orders be- 
cause they have no sheets in stock. There is no regularity 
in prices that are quoted either by the mills or jobbers. 
The latter, when they are able to take orders, are quoting 
such prices as will give them a fair margin over the prices 
they have to pay. Some manufacturers, particularly in 
the automobile field, are paying manufacturers high pre- 
miums to get sheets for early delivery. 

Pliers.—Some of the leading makers have made a price 
advance of 20 per cent on pliers. The demand is heavy and 
shipments are slow. 

Slaw Cutters.—A price advance of 15 per cent has been 
made on slaw cutters. Jobbers are now taking orders for 
fall delivery. 

Apple Parers.—Prices for apple parers have been ad- 
vanced 25 per cent. Jobbers are now taking orders for 
later shipment. They quote No. 78 parers at $12 per dozen. 

Window Cleaner.—A price advance of 10 per cent has 
been made on the X L C R window cleaner, which is now 
quoted by jobbers at $2.75 per dozen. 

Pruning Shears.—A price advance of 5 per cent has been 
on Pexto line of pruning shears. Shears are moving well 
for early spring delivery. 

Galvanized Ware.—Stocks of galvanized ware have become 
very low. This is particularly true of pails, as there has 
been a very heavy demand for pails from maple syrup 
manufacturers who have purchased pails in large quantities 
because they were unable to get sap buckets. The general 
demand for galvanized ware is heavy. 

Screws.—Wood screws are in good demand 
are in fair shape. Prices are unchanged. 

We quote from local jobbers’ stocks: Flat head bright 
screws, 75 per cent; round head blue, 72% and 10; flat head 


and deliveries 


japanned, 60, 10, 10 and 10; round head nickel, 60, 10 and 
5, flat head brass, 60 and 10. 

Aluminum Ware.—The 
still acute and jobbers 
their ability to fill. 
stricted because of 
sheets. 

Axes.—There is a good demand for axes for fall delivery. 
Jobbers have good stocks for immediate delivery but manu- 
facturers have not yet commenced to make shipments on 
future orders. A shortage is expected late in the season 

Jobbers quote best grade of handled axes at $22.50 per 
dozen for single bit and $28.50 for double bit. 

Barb Wire and Wire Fence.—Some of the jobbers are 
taking no orders for either barb wire or wire fence because 
they are unable to get shipments and see little prospect 
of having much of.a supply for the coming spring. Some 
of the retail trade are able to place orders for fence direct 
with one of the Pittsburgh district mills. 

Garden Tools.—Shipments on orders for garden tools 
placed some time ago are now being made and the supply 
is apparently plentiful. Some new orders are now being 
taken from retailers who have deferred their buying. 


shortage of aluminum ware is 
are accepting orders subject to 
The output of manufacturers is re- 
their inability to secure aluminum 


Ice Cream Freezers.—Most of the leading makers have 
sold their entire output of ice cream freezers for the coming 
season and are accepting no additional orders. Jobbers 
have placed large stock orders and expect to be able to 
take care of the demand. 

Game Traps.—There is still a heavy demand for game 
traps for fall delivery and sales, so far this season, are far 
in excess of a year ago. Prices are unchanged at the recent 
advance. 

Jobbers quote traps as follows: No. 1 Victor trap, $2.01 
per doz.: No. 1% Victor, $3.05; No. 1 Jump trap, $2.75; No. 
11% Jump, $4.12. 

Nails and Wire.—No change has developed in the nail and 
wire situation. Shipments from manufacturers are still 
very slow and some of the jobbers are limiting orders to 
three kegs of nails to a customer. One jobber is still ad 
hering to $3.75 per keg but others are asking $4. One 
Pittsburgh district mill has been taking orders at $4.25. Job 
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bers’ prices for less than carload lots are as follows, these 
being the minimum prices: 

Wire nails, $3.75 per keg; No. 9 galvanized wire, $4.20 
per 100 lb.; No. 9 annealed wire, $3.50 per 100 lb.; cement- 
coated per 100 Ib. 

Poultry Netting and Wire Cloth.—There is a good demand 
for poultry netting and wire cloth and a shortage is prob- 
able. The American Wire Fabric Co., Chicago, one of the 
largest manufacturers of wire cloth, has notified the trade 
that it cannot accept additional orders for Galvanoid, 
painted and galvanized wire cloth for shipment before 
late in the season and consequently has withdrawn all prices 
and will accept orders on these three lines subject to prices 
prevailing at time of shipment. The company advised that 
because of the shortage of wire, its output has been greatly 
reduced and it expects a shortage and higher prices. Job- 
bers at present have a complete but rather small stock of 
poultry netting. Prices are unchanged as follows: 

Poultry netting, zalvanized after weaving, 40 

list; wire cloth, $2.35 per 100 sq. ft. for 

and $2.85 for galvanized. 
There is still some demand for lawn 
mowers, although most retailers have placed their orders 
for spring delivery. Manufacturers are well sold up and 
there is a shortage in medium grade ball-bearing mowers. 

Rope.—Rope is in fair demand and another price advance 
has been made, this being the second in two weeks. 

Jobbers quote best grades of rope at 27% cents per Ib. 
base, from mill and 28 cents from stock. 

Cider and Wine Presses.—The drought that is prevailing 
the country of the enforcement of national 


) 


nails, $3.35 


per cent 
off the 12-mesh 
black, 


Lawn Mowers.- 


over because 
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Pat AND MINNEAPOLIS, 


HE two main restraining factors in business here are 

non-production and non-delivery. One might almost cut 
it down to the last named factor, for transportation or the 
lack of it is responsible to a great extent for limited produc- 
tion. Spring work has started here with a rush, every con- 
tractor urging his clients iv beyin work with no delay, for 
shortage of skilled labor is sure to develop as soon as all the 
building interests get under way. The factor of higher 
wages also enters into their arguments and it is rumored on 
good authority that the first of May will see a general ad- 
vance in all building trades labor lines, both skilled and 
unskilled. Some state that there may be some opposition to 
this advance on the part of the master builders, but it is 
generally believed that rather than tie up the building pro- 
yram the higher rates will be paid. It surely is imperative 
that considerable building be done this year, for the short- 
age of houses is making it very difficult to find “roofs to 
cover the people.” 

At a meeting last night of one of the local hardware deal- 
ers’ associations the main points of interest seemed to be 
how to get goods, how to keep their prices up with the 
steadily rising costs and when, if at all this year, to look 
for a start of the decline in price that has been anticipated 
for so long a time. There was little if any reference to 
high prices as a topic in itself. The main object now is 
to get the goods to supply the demand. And the main diffi- 
culty is transportation, both before and after the goods are 
made. One freight solicitor said that if cars could be fur- 
nished, between fifteen hundred and two thousand cars could 
be loaded out of the Twin Cities every day for several 
weeks. It is certain that it takes several weeks to get ship- 
ments through from the factories in the East by freight, 
and nearly as long by express. 

Prices continue to advance, and many more manufacturers 
are stating their terms to be “prices to be those in effect 
at the time of shipment,” with no prices guaranteed. Add- 
ing to the uncertainty is the announcement by many of the 
manufacturers their inability to accept any more orders for 
the first part of the year, and some of them for the remain- 
ing portion of the year. Wire cloth manufacturers are in 
this class. 

Axes.—Prices on axes have not changed during the week. 
Jobbers are receiving a fair quantity of orders for shipment 
later in the vear, but present sales both in jobbing and retail 
lines are light. 
We quote from 


axe at $16.00 per 


Single bit, base weights 


weights, axes at $21.50 per 


»bber 
double hit 


stocks; 


base 


Hardware Age 


prohibition, has stimulated the demand for cider and wine 
presses and retailers are laying in large stocks in anticipa- 
tion of heavy sales to customers who wish to manufacture 
their own liguid refreshments. One retailer in a northern 
Ohio city a few days ago sent in an inquiry for a carload 
of presses. Jobbers are taking orders for delivery after 
July but manufacturers are getting filled up. 

Binder Twine.—Prices on binder twine have been estab- 
lished for the coming season at 15 cents per lIb., f.o.b. mill 
for best grades of standard twine and 15!',c. for shipment 
from stock. This is a sharp decline from the 21\%c. price 
prevailing last season when the price was under Government 
regulation. 

Sash Weights.—There is a shortage of sash weights and 
manufacturers are taking orders subject to prices pre- 
vailing at time of shipment. Jobbers are making some 
stock shipments but their stocks are low. 

Jobbers quote sash weights at $67 per ton for shipment 
from foundry and $72.75 for shipment from stock. 

Builders’ Hardware.—Builders’ hardware continues in 
fairly good demand as a great deal of building work was 
started early in the winter and has not yet been com- 
pleted. A fair amount of new construction work is coming 
out and some office building projects involving large ex- 
penditures are being held up because of the high price of 
labor and material. 

Stepladders.—Another advance has been made on step- 
ladders, the last advance being 8 cents per foot, net. 

Jobbers quote 6 ft. full rodded ladders at 52 cents per ft. 
from stock or $3.12. An advance of 4 cents per ft. has 
been made on extension ladders. 


CITIES 


handled, axes 
at $14.00 per doz 


at $23.50 per doz.; Hiawatha Boys 


Automobile Accessories.—With the shrinking of the snow- 
drifts there is an ever increasing number of cars on the 
street. Due to the heavy advance in price on new cars, 
used cars are very much in demand, and so accessories are 
selling at a good rate. Price of tires has advanced in this 
market about 20 per cent, but anti-skid chains have been 
reduced. Tires are selling more freely than a year ago, 
even with the high price. 


Builders’ Hardware.—Shortage of finishing hardware 
seems liable to reduce seriously the amount of sales in this 
line. Shortage of nails and wire are a handicap to building 
operations also. But even with these conditions building is 
far ahead of a correspending period last year. High prices 
without doubt are preventing many people from building 
new residences, but flats and apartment houses and business 
blocks also are developing rapidly. 


Milk Cans.—Sales are not heavy along this line so far 
and prices are holding steady as last quoted. Stocks are 
rather light, with prospects of being improved at an early 
date very poor. 

We quote 
$3.40 each 
milk 


cans 
1)-gal 


fiom local jobbers’ stocks 
railroad, S-gal. milk 


cans, $4.45 each, 


gal. mill 
railroad, 


Railroad, 5 
cans, $4.20 each 


Churns.—There is nothing new of interest on this item, 
both prices and sales showing no change. 

We Bell 
per 

Screen Doors and Windows.—Prices still remain as last 
quoted, with a slight increase in sales from jobber to dealer. 
Retail sales are extremely light, as call for this class of 
material will not begin for some weeks. 

We quote from local jobbers’ 
$29.40 per doz; faney 1-8 X 
adjustable 24-in. window 
24-in. window screens, $7.70 per doz 

Eaves Trough, Conductor Pipe and Elbows.—Stocks in 
this line are very light and new shipments from the mills 
are hard to obtain. Prices show no change, with a slighé 
increase in retail demand. ; 

We quote from local jobbers’ stocks 
joint S. B. 5-in $7 per 100 ft co 
per 190 ft.; conductor celhows 

Files.—There is a slight revision on some lines of files, 
with retail sales still holding at about the same level as in 
the past few weeks. Jobbers’ stocks are somewhat broken 
with mill shipments very slow, orders being filled in many 
consignments. 


from local 
from lists 


quote 
cent 


jobbers’ stocks brand churns at 50 


Common, 2-8 x 6-8 doors 
$44.20 per doz She 


per doz.; Wabash 


stocks 
6-8 doors 


screens, $9 


rwood 


extension 


KMaves trough 8 ga 
ductor pine 28 ga 
per doz 


lap 
$7.13 


in., $1.87 
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5 per cent 


We quote from local jobbers’ stocks: Riverside, 50, 10, 
: 60 per cent from standard list 


Nicholson, 50, 10 per cent; Arcade, 
Freezers.—Dealers are ordering sparingly in this line, as 
retail demand has not yet started. Prices show no change. 

We quote White Mountain 4-qt. ic 
cream freezers, Mountain, 8-qt. ice cream freez 
ers, $8.10 each. 

Galvanized Ware.—There is no improvement in manu- 
facturing conditions of galvanized materials and jobbers 
are forced to limit their orders and to ship goods on prices 
ruling on date of shipment. Factories are far behind on 
their orders, with no prospect of bettering this condition 
much before the end of the year. Local prices show no 
change. 

We quote 
tubs, $12 per doz.; 


from local 
$4.95 each: 


jobbers’ stocks 


White 


from local jobbers’ stocks: Standard No. 1 galvanized 
Standard No. 2 galvanized tubs, $13.50 per doz.; 
Standard No. 3 galvanized tubs, $15.75 per doz.; heavy galvanized 
No. 1 tubs, $20.50 per doz.; heavy galvanized No. 2 tubs, $22 per 
doz.: heavy galvanized No. 3 tubs, 50 per doz.; standard 10-qt 
galvanized pails, $4.20 per doz.; standard 12-qt. galvanized pails, 
$4.60 per doz.; standard 14-qt. galvanized pails, $5.20 per doz.; 
stock pails, 16-qt., $7.80 per doz.; stock pails, 18-qt., $9.15 per doz 

Glass and Putty.—Sales have kept up very well in this 
line, with stocks of both plate and window glass very light. 
Plate glass orders have been increased no small amount 
through the damage of many store fronts here during a 
recent windstorm. Many fronts are simply boarded up 
because of the shortage and: the great amount of work on 
hand by the glass setters. Prices show no change. 

We quote from local jobbers’ stocks: Single strength “A” grade 
glass, 76 per cent; double strength “A” grade glass, 78 per cent; 
commercial glass putty in bladders, $5.15 per ewt 

Hose.—Sales are still light along this line and the dealer 
is carrying only a small stock to meet the demands of con- 
tractor customers. Prices show no change. 

We quote from local jobbers’ 
lic, per ft.; 5-ply. % in., 12%c. per ft.; cotton, % in., 13c. per ft. 

Lanterns.—Retail sales are at a low point, but jobbers 
are urging the placing of orders by the dealers for their 
fall requirements in this line at once. Factories are far 
behind on their orders. There is no change in price. 

We quote from local jobbers’ 
terns, $11.75 per doz.; tubular short globe 
tubular dash globe lanterns, $16 per doz. 

Mowers.—Prices in this line seem to be well established 
and jobbers are urging early shipment of orders so that 
their customers will be supplied before the heavy demand 
begins. 

We quote from local jobbers’ stocks: 
E 2% per cent; Style A, 20 per. cent 
Rive nie, ball bearing 16-in., $7.50 each 

Nails.—Some nails are being received in this market, but 
the supply falls far short of the quantity peg to take 
care of building operations even now, and very little has 
been done in this line so far. The shortage of the best sizes 
of nails and the absolute absence of the finer sizes of brads 
commonly used for the finer finishing work greatly reduces 
sales along this line. Local quotations show no change. 

We quote from Standard wire nails, at 
$4.25 per keg base; at $5.50 per keg base, 

Paper.—The paper situation seems to be getting worse 
instead of better in the local markets. Red rosin papers 
and many other kinds are practically off the market here, 
with the local mills closed for lack of raw material. There 
is no further advance since last week’s quotations. 

We quote from local jobbers’ stocks: Barrets No tarred felt 
$5.05 per ecwt.; tarrets threaded felt, 500-ft. rolls, per roll 
Slaters felt, No. 20 red rosin, 97c. per roll; Slaters felt, No. 25 red 
rosin, $1.20 per roll; Slaters felt, No. 30 red rosin, $1.45 per roll. 

Planters.—A slight advance has been made in the price 
Me both corn and potato planters, with sales running light 

» far. 

We quote from local jobbers’ stocks: Acme corn planters, 
per doz.; Acme potato planters, $10.75 per doz. 

_ Registers.—Sales are still rather light, with no change 
in price, 


stocks: Competition, % in., 3-ply, 


Tubular, long globe lan 
lanterns, $11.75 per doz.; 


stocks 


Philadelphia, Styles C and 
Style K, 25-2% per cent: 


local 
coated wire 


jobbers’ stocks 
nails, 


$10.50 


We quote from local 
from standard lists 

Rope.—The price on rope has at last followed the general 
trend of the market and shows an advance of three cents 
per pound on manila, with no change on sisal. Sales are 
improving. 

We quote from local jobbers’ 
pound base; Columbian 


jobbers’ stocks: Reg 


stocks: Columl in mahiin rope 


“de. per sisal rope, at 20c. per pound bas 
Sand Paper.—Call for all the popular grades of sand paper 
still runs very heavy. Factories are far behind on their 
orders and cannot get raw material to make any substantia 
gains. Price remains the same as last quoted. 
We quote 
$6; second grade No 


from local jobbers’ stocks: Best grade No. 1, per re 
1, per ream, $5.40; garnet No 
Sash Cord.—The cord 
way of price or supply. 
stocks at a low point. 
We quote 
lb. base 


per rear | 
market shows nothing new in the 
Sales continue to keep the local 


cord, $1.17 


from local jobbers’ stock Silver Lake 
; braided cotton, 8Sc. per Ib. base 

Sash Weights.—Sash weights are still high and searce. 
We are told that there are no cheap sash weights because 
there is no cheap foundry labor now. Sales are still absorb- 
ing all that are produced. 

We quote 
sizes, $4 per 

Steel Sheets.—There is no change in the local market in 
the way of price or supply. Sales are at a point where 
they absorb practically all of the best selling sizes. 

We quote from local 
at $8.95 per cwt. base; 


from local jobbers‘ stocks: Sash wei 


100 Ib. 


stocks 


jobbers 
black steel 


Galvanized 
sheets at $7.45 per cw 

Screws.—Market here is steady on screws, with 
and sales holding up fairly well. 

We quote from local 
724% and 5%; round head blued screw 
screws, 65% flat head 

5 from standard lists 


stocks 


jobbers’ stocks 


‘lat head bright crews 


] 
I 
‘ 


0 ; fat head japanned 
brass screws, 60°; round head bra 
screws, 55% 
Solder.—Price on 
There is very little 
the present time. 
We quote 
per Ib 
Tacks.—There is no change in the price of tacks and sales 
are running at about normal for this season of the year. 
Mills are far behind on their orders and shipments are com- 
ing through very slowly. 
We quote from local 
per doz.; tinned carpet, 
Jc. per doz.; double 


solder shows a 
increase in the 


decline of 2c. per Ib. 
sale of this product at 
jobber 


from local Half and half solder 


jobbers’ stocks: American cut. & oz Qe, 
8 0oZ., She per doz blued carpet, 8 oz 
point, 11 02., 39% per Ib 

Tin Plate.—Prices are still holding steady on this product, 
with sales showing no particular change for the past several 
weeks. Stocks still continue to be very light. 

We quote from local jobber tock Furnace coke ‘ x 
$17.65 per box; IC, 20 x 

Washers.—There is 
here and sales 
viously. 

We quote from local jobbers’ 
ers, $8.65 per cwt.; wrought steel, 1” 


28, 8-lb., coating roofing tin, 7 per bo 


washers 
level as pre 


no change in the market on 
are running at about the same 


Wrought steel, WV 
washers, $8.25 per cwt 

Wire Cioth.—Local quotations show no change. Another 
condition has arisen in this wire cloth market, making it ex- 
tremely difficult to quote on sales or to predict what the out- 
come will be. Practically all of the leading mills have noti 
fied their customers that owing to their inability to get 
raw materials they will be unable to accept any further 
orders for months ahead and some of them for the balance 
of the year. This means a tremendous shortage of this ma 
terial, for they are far behind at the present time in making 
shipments of orders already on hand. It would seem that 
a condition such as this would be the forerunner of a heavy 
advance in price in erder to conserve stocks already in the 
possession of jobbers and dealers. 

We quote from local jobbers’ 
cloth, $2.35 per 100 sq. ft 1lumina, 12 x 
per 100 sq. ft 


stocks: 


stocks: Black < 12 mesh wire 
cloth, $2.75 


PITTSBURGH 


Office of HARDWARE AGB, 
PitrsBpurGH, March 20, 1920 
HE greatest menace to the steel trade, which has been 
i in existence for three or four months, is the deplorable 
Situation in regard to supply of cars and coal. In the 
Pittsburgh district proper, the shortage in coal is not being 
nearly as severely felt as in other steel making districts, 
notably Y oungstown and Wheeling. In the Youngstown dis- 
trict, the situation is particularly bad, and it is said output 


of finished steel products by the three leading steel com- 
panies there, these being Brier Hill Steel c o., Republic Iron 
& Steel Co. and Youngstown Sheet & Tube Co., is not over 
25 to 35 per cent of normal. Some departments at the 
plants of these three companies were shut down tight last 
week, while others were operating at 50 per cent or less. 
In the Wheeling, W. Va., district, the Bessemer steel works 
and some finishing mills were idle all last week, and this 
company also banked one of its blast furnaces for lack of 





106 


coke. The Pittsburgh district is fortunate in the fact that 
most of the large steel concerns here have their own coal 
mines up the Monongahela River and bring coal down from 
their mines in barges, which makes them independent, to 
some extent, of the railroads. 

The favorable weather of the past week or more has re- 
sulted in Pittsburgh steel mills turning out a larger produc- 
tion of semi-finished steel and finished steel products, and 
if the good weather continues, output will no doubt be fur- 
ther increased. The shortage in cars has resulted in many 
thousands of tons of finished steel products being piled up 
at the various mill warehouses, but in the past week the 
car supply has been a little better, and these heavy stocks 
have been slightly reduced. Recently the American Sheet 
& Tin Plate Co. had about twenty thousand tons of sheet 
and tin mill products piled in its various warehouses for 
lack of cars, but the supply of cars to this concern has been 
slightly better recently, and the company has been able to 
reduce these heavy stocks to some extent. 

Conditions in the general hardware trade are reported by 
jobbers and retailers to be only fairly satisfactory, the great 
drawback being delay in delivery of goods from the manu- 
facturers, caused by embargoes from nearly every important 
point of shipment. Stocks of all kinds of hardware are low, 
especially in the heavier lines, such as steel bars, sheets, 
wire products, iron and steel pipe and other goods, deliveries 
by the mills to the jobbers being very bad. On many lines 
of goods manufacturers have notified jobbers of the with- 
drawal of all prices, and are accepting new orders for late 
shipment only at prices to be in effect at time delivery is 
made. However, with a long period of favorable weather 
the car situation is likely to improve and deliveries of goods 
will get better than they are now. 

Builders’ Hardware.—In spite of the high prices of labor 
and all kinds of hardware used in new buildings, the demand 
is very active, and stocks of jobbers and retailers are moving 
out freely. The great shortage in houses and apartments, 
with the enormous rents that can be secured are resulting 
in a good deal of building in the East and also west of 
Chicago. In the Pittsburgh district building operations 
are not very active and are confined mostly to the building 
of new homes by industrial concerns for their employees, 
and which will be sold to them on the easy payment plan. 
Several manufacturers of builders’ hardware have lately 
advanced prices about 10 per cent. 

Chain.—Reductions in prices of about 25 per cent have 
lately been made on two or three standard makes of tire 
chains, and this is explained by the fact that the patent 
on one of the prominent tire chains expires in a short time, 
and probably every important chain manufacturer in the 
country will soon be in the tire chain game. Jobbers’ stocks 
of tire chains are very low, and shipments by the manu- 
facturers are slow, owing to the scarcity of cars, also of 
steel and labor, the latter keeping down output to consid- 
erable extent. 

Nuts, Bolts and Rivets.—Reports are that two or three 
leading makers of nuts and bolts have lately advanced prices 
about 10 per cent, but the advance is not general by all the 
manufacturers. The new demand for nuts and bolts, also 
for rivets, is reported to be very heavy, and manufacturers 
are sold up over second quarter and have not yet opened 
their books for third quarter delivery. In a few cases, 
where it seemed desirable to do so, several manufacturers 
have entered business in nuts, bolts and rivets for third 
quarter delivery, prices to be those in effect at the times 
shipment is made. 

For delivery over econd quarter most 
ng in large lots to jobber as follows 
Large tructural and ship rivets 
Large boiler rivets 
Small rivets sg 
Small machine bolts, 

threads ° ei0.)ar6 68 
sizes in cut threads ‘ ; 
Longer and larger sizes of machine 

bolts ee er 
Carriage bolts, *% in. x 

Smaller and shorter, 

Cut threads ; - 

Longer and larger sizes.. 
Lag bolts 
Plow bolts, 

Other style 
Machine bolts, 

Smaller and shorter 

Longer and larger sizes 
Hot pressed and cold pressed sq. or 

blank nuts . ose 
Tapped nuts .. 
Semi-finished hex 

5 -in. and larger 

9/16-in. and smaller 

9/16-in. 

or S. 


manufacturers are quot- 


$4.50 base 
.s++.+ $4.60 base 
.50 per cent off list 
rolled 
40, 10 and 5 per cent off list 
Same .40 and 5 per cent off list 


.30 and 10 per cent off iist 


40 and 5 per cent off list 


6 in 
rolled threads.... 
“7 .30 and 10 per cent off list 
.....930 per cent off list 
50 per cent off list 
40 per cent off list 


Nos. 1, 
heads ° 
e.p.c. and t. nuts, 

35 per cent off list 


25 per cent off list 


5 per cent off list 
70 and 5 per cent off list 


70,10 and 5 per cent off list 


Hardware Age 


bolts in 
bolts in 


Stove 
Stove 
Tire bolts 
Track bolts Seetatoacics ; 
One cent per Ib. extra for less than 200 kegs. Rivets 
kegs 25c. extra. 
All prices carry 


packages 


.70 and 10 per cent off list 
bulk 


.. 70,10 and 2% per cent off list 
».+..00 and 10 per cent off list 
6c. base 
10u-lb 


standard extras f.o.b. Pittsburgh. 


Galvanized Ware.—Owing to the great scarcity in gal- 
vanized sheets which has existed for some months, manufac- 
turers of galvanized ware are very much behind in orders, 
their output being greatly reduced, and stock of jobbers and 
retailers is very low. On the more common sizes of tubs, 
wash boilers and measures some jobbers’ stocks are prac- 
tically depleted, with little promise of early replenishment. 
Jobbers are refusing to accept orders at fixed prices, and 
are selling subject to stocks on hand, and at prices in effect 
at the time of shipment. 

Iron and Steel Bars.—There is a famine in the supply of 
steel bars, all the mills being heavily oversold and very 
much behind in deliveries. Two local makers of steel bars 
are entirely sold up over remainder of this year, while 
other makers will sell only to regular customers in a limited 
way and for indefinite delivery. The same condition pre- 
vails largely in iron bars, two local makers stating they 
are sold up over second quarter, and so far decline to sell 
for third quarter delivery. We now quote common iron 
bars to large buyers, in carload and larger lots, at 4.25¢. 
to 4.50c. Steel bars, rolled from billets, at about 4.50c., 
and reinforcing steel bars at about 4c. at mill. 

Sheets.—There is also a famine in the supply of sheets, 
all the mills being badly oversold and very much behind in 
shipments. Leading makers of automobiles are in distress 
for sheets and are offering practically any prices to get 
them. One plan being used by several large automobile 
builders to obtain sheets is to go in the market and buy 
sheet bars at very high prices and then make a conversion 
deal with a sheet mill to roll these bars into sheets. Trans- 
actions of this kind have been quite numerous lately, and 
sheet bars have sold at as high as $90 or more at maker's 
mill. A Cleveland, Ohio, mill that rolls sheet bars reports 
it has been offered as high as $100 per ton for sheet bars 
for the above purpose. In the present condition of the 
sheet market, it is but natural that a very large range in 
prices prevails. The American Sheet & Tin Plate Co. is 
adhering rigidly to the March 21, 1919, schedule of prices, 
but some of the independent sheet mills are selling sheets 
at prices at as much as $30 to $40 per ton higher than the 
March 21 schedule. In the table of prices given below, 
the lower prices are those of the American Sheet & Tin 
Plate Co., while the higher prices are those of the inde- 
pendent mills for fairly prompt shipment, and are paid 
mostly by automobile builders for sheets to be used in auto- 
mobile bodies and other parts. 

We quote blue annealed Bessemer sheets, Nos. 9 and 10, at 
3.55¢e. to 6c., No. 28 box annealed, one pass, black sheets at 4.35¢ 
to 6.50ce.; No. 28 gage, galvanized, 5.70c. to 8.50c., these prices 
being in carload lots, f.o.b. at mill. 

Tin Plate-—Some mills have sold a limited quantity of 
tin plate for delivery in last half of the year, the price to 
be that later determined for delivery in last half. All the 


‘mills are very much behind in deliveries of tin plates, out- 


put having been cut down by the scarcity in coal, and ship- 
ments are held up by the scarcity of cars. All the mills 
will carry over into third quarter large tonnage of tin plate 
that should have been shipped out in the first half of this 
year. We quote tin plate for domestic consumers and indefi 
nite delivery at $7 per base box, wasters, $8 to $8.50 for 
shipment from stock, and for export, $9.50 to $10.50 per base 
box, all f.o.b. mill Pittsburgh. 


Wire Products.—Local makers of wire and wire nails are 
sold up so far ahead they are quoting only to regular cus- 
tomers for limited quantities and for indefinite shipment. 
It is said the American Steel & Wire Co. is now selling to 
its trade both wire and wire nails, the price to be that in 
effect at the time shipments are made. Export demand is 
quite heavy and sales of wire nails for export have been 
made at as high as $6.50 base per keg. Prices to jobbers 
and consumers in large lots are as follows: 


Wire nails, $3.25 to $4.00 base per keg; 
longer, including la. ge-head barbed 
vance over this price of $1.50, and shorter than 1 $2.00 
Bright basic wire, $3 to $3.50 per 100 Ib.: annealed fence wire, 
Nos. 6 to 9, $3 to $3.50; galvanized wire, $3.70 to $3.95; galvan- 
ized barbed wire and fence staples, $4.10 to $4.45; painted barbed 
wire, $3.40 to $3.75: polished fence staples, $3.40 to $4.50; cement- 
coated nails, per count keg. $2.85 to $3.75; these prices being sub- 
ject to the usual advances for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of delivery, terms 60 days net, less 
2 per cent off for cash in 10 days. Discounts on woven-wire come 
ing are 60 per cent off list for carload lots, 59 per cent for 1000- 
rod lots, and 58 per cent off for small lots, f.o.b. Pittsburgh. 


galvanized, 1 in. and 
roofing nails, taking an ad- 
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to PROGRESS 


Hinges and Butts 








HINGES opened the way 


MICKINNEY 








Th’s is the third advertise- 
ment in the big McKinney 
campaign. It appears in the 
March 6th issue of The 
Saturday Evening Post and 
the March 20th issue of The 
Literary Digest. In these 
two powerful publications it 
will carry the story of Mc- 
Kinney Hinges and Butts to 
more than 3,000,000 read- 
ers and prospective custom- 
ers. At the same time other 
full page advertisements are 
appearing in Architectural 
and Builders’ Magazines. 
All these advertisements 
are planned to impress the 
name ‘‘McKinney”’ upon the 
minds of hinge users. You 
can make these advertise- 
ments work for you. Talk 
McKinney! 























That name McK inney— 


This huge advertising campaign is giving 
the name McKinney greater prestige. More 
and more this mark of a standard prod- 
uct, by which other hinges and butts 
are judged, is becoming better known. 
You, as a dealer, should profit by this 
advertising. 


McKINNEY MANUFACTURING CO., Pittsburgh. 


McKinney Products have set a standard in 
the past. McKinney advertising is im- 
pressing the worth of this standard on your 
customers. Make your store McKinney 
Headquarters in your locality. Be sure 
your customers know you handle the Mc- 
Kinney line! 


WESTERN OFFICE, State-Lake Bldg., Chicago. 


Export Representation. 


Also manufacturers of 
McKinney garage and 
farm building door- 
hardware, furniture 
hardware and McKin- 
ney One-Man Trucks. 


MICKINNEY 
Hinges and Butts 








‘‘Wayne’’ Rocker Washing 
Machine 

This machine has been placed on the 
market by the Wayne Manufacturing 
Company, 100-124 Sidney Avenue, St. 
Louis, Mo. 

Simplicity is the feature of this 
machine. There are but seventeen 
moving parts. All the bearings are 
oilless and the oil can is done away 
with; by this means the danger of 
neglect and consequent scarred and 
cut bearings, and the attendant gen 
eral breakdown of the machine, are 
eliminated. Furthermore, the copper 
or galvanized. tub is not fastened to 
the machine by any bolts or rivets, 
but merely rests in the rocker cradle. 
Thus, with any injury due to accident 
or wear and tear of use through years 
of operation, the machine need not be 
scrapped, because of the fact that the 
tub can be easily removed. The ma- 





Rocker Washing Machine 


“Wayne” 


chine is sanitary. By removing the 
tub the entire mechanism inside the 
cabinet can 
cleaned. 

In construction the “Wayne” rocker 
is both strong and durable. The frame 


be easily and quickly 





Products Being Placed on the Market by Hardware Manufacturers 


is of channel and angle steel, welded, 
not bolted. The panels are of sheet 
steel, japanned, not painted. The tub 
is of copper, heavily tinned on the in- 
side. The wringer has all the fea 
tures of simple control, swinging to 
various positions; is reversible and is 
equipped with a perfect quick release 
device. 


The Skypalong 


The “Skypalong” is a coaster toy 
placed on the market recently by the 
Liberty Pressed Metal Company, of 
Kokomo, Ind. This toy comes in 


{ 

















The Skypalong 


knocked-down form, which lends an 
added feature of attractiveness to 
youngsters of a mechanical turn. 
When assembled, it is a coaster toy of 
real speed because only self-con- 
tained ball bearing wheels are used, 
the same as are used on the “Koko- 
mo” roller skates manufactured by 
this company. 


New Ratchet Ceiling Nipple 
Threader 


The Armstrong Manufacturing Com- 
pany, Bridgeport, Conn., is offering to 
the trade a new ratchet ceiling nipple 
threader. 

This tool is made to thread pipe 
projecting a short distance from the 
ceiling or wall. It is fitted with two 
dies, one on each end of holder for 
each size of pipe, and bushings to 
match to insure straight threads. It 
is provided with a ratchet so that an 
operator can cut a close thread with- 
out marring or defacing the ceiling or 
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wall. To back off the die, simply re- 
verse the ratchet pawl. 
This holder will take the following 

















New Ratchet Ceiling Nipple Threadei 


dies, 4, %, % in., right or left, either 
Briggs or Whitworth standard threads. 


Jack and Jill Seesaws 


The Jack and Gill Company, 503 
Fullerton Building, St. Louis, Mo., is 
the manufacturer of the Jack and Jill 
seesaw as shown in the illustration. 

It is six feet long, eight inches wide, 
and the board is % inch thick. It 
weighs 17% lbs. It is very strong 
and durable. The understructure is a 
strong steel frame. It is different 
from most seesaws in that it is self- 





Jack and Jill Seesaw 


contained in one piece and, also, in 
that it teeters on the floor or ground 
instead of upon some elevated point. 
Instead of being pivoted on a trestle 
or on an upright standard, its pivot 
point is on the floor or ground, be- 
cause its steel underframe is a bow. 
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You Can’t Expect “Slidetite” 
Results from Your Garage 
Door Hardware 





Every ‘‘Slidetite’’ Garage Door Hanger is furnished 
with a brass label bearing the word ‘‘Slidetite’’ and trade- 
mark of the Richards-Wilcox Manufacturing Company. 





None genuine without it. 

Be sure that your sliding-folding garage door hardware bears the ‘‘Slidetite”’ 
trade-mark— it stands for strength and durability, careful workmanship, accurate 
alignment, smooth operation, economical service, permanent satisfaction. 

Made for any garage doorway, private or public. Embodies more advantages 
for the garage user than any other style of door hardware made: 

4 We will furnish you leaflets bearing your 
firm name, for counter use and inserting in let- 
ters to your customers and prospective cus- 
tomers; folders showing pictures of actual in- 
stallations; colored display signs; movie slides; 
street car signs, and ready-to-use advertising 
plates for your local newspaper. 


Write for catalog UA-13, which describes 
“‘* Slidetite’’ and other styles of unexcelled 
Sliding Door Hardware for garages. 


Richards-Wilcox Mfs. (0. j= 
ay 




















RiCHARDg. 
WILCOX 





“A Hanger for any Door that Slides. 
BOSTON 


CHICAGO” ~ATJRORA,ILLINOIS,.U.S.A. new york 


LOS ANGELES MINNEAPOLIS 
PHILADELPHIA LONDON. ONT. - SAN FRANCISCO 





4URORP 


TRADE 
MARK 




















‘*Tubo ”’ 


“Tubo” is an all mineral product 
that keeps either wet or dry and is 
sold under a guaranty, to preserve 
rubber indefinitely in any climate, and 
to stop thread punctures automatical- 
ly, by the Tubo Manufacturing Com- 
pany, 611 North Vandeventer Avenue, 
St. Louis, Mo. 

When the wheel is in motion, 
“Tubo” is evenly distributed over the 
inner tread side of the inner tube. 
Most punctures are made by running 











Tubo” 


over a board, piece of hoop iron, horse 
shoe or other substance with a nail o1 
tack held in position to puncture the 
tire, which is thrown off with the first 
revolution of the wheel. The driver 
seldom knows what really caused the 
puncture. If the tire is tuboized he 
will lose no air, nor even know he had 
a puncture, as “Tubo” is instantly 


MOTOR. ACCESSORI 





forced into the hole as the nail or 
tack is thrown out, automatically seal- 
ing it, and “Tubo” it is claimed 
securely plugs the puncture without 
loss of air. It is held firmly in place 
by the air from the inside, while the 
end of the plug in the puncture rests 
against the casing and the better the 
casing is the larger the puncture Tubo 
will close. 

It has the advantage it is claimed 
of not sticking, staining or smelling, 
and will not harden in the tire. 


New Grease Bucket 

The Frank Rose Mfg. Co., formerly 
the J, H. Haney & Co., of Hastings, 
Neb., have placed on the market a 
style of grease bucket known as the 
Rose Fil-a-Gun grease bucket. 

The grease bucket has a new fea- 
ture not found, it is said, on any other 
device of its kind on the market. 

Attached to the side of the bucket 
on a special carrier is a Rose topper 
nozzle grease gun which can be placed 
on the spec:al hose nozzle and filled 
completely with a single stroke of the 
bucket pump. 

The gun is used to lubricate univer 
sal joints, cam gear cases, etc., that 
cannot be lubricated with the hose. 
The bucket also pumps direct to the 
geasetr and rear axle assembly 
through the hose. 


New Hydraulic Shock 
Absorber 


The Lovejoy hydraulic shock ab- 
sorber, manufactured by the Packard 
Engineering Company, 1824 Euclid 
Avenue, Cleveland, Ohio, acts on the 
spring in such a manner as to retain 
the good qualities and to eliminate 
those which cause discomfort. Its 
duty is to control the action of the 
spring so that there can be no sudden 
or violent movement transmitted to 
the body. It accomplishes this without 
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pall 


affecting in the slightest degree the 
ability of the spring to yield and ab- 
sorb road shocks, for this is the fun- 
damental function of the spring. 

To understand the action of the 
Lovejoy hydraulic shock absorber, it 
is only necessary to consider the door 





vhich has a penumatie or hydraulic 
control check. There is no resistance 
to the opening of the door, and when 
it is released it closes gradually and 
gently. There is no violent slam be- 
cause the spring which closes it is 
controlled, 

This hydraulic absorber it is claimed 
eliminates vibration, side sway and 
jouncing and will make riding com- 
fortable under any conditions. It em- 
ploys a cushion of oil which controls 
the spring action, making the spring 
movement gradual and _ smothering 
violent recoil. It is claimed that it 
requires no attention such as filling, 
adjusting or lubrication. Its moving 
parts work in a bath of oil and its re- 
sistance to spring action is controlled 
automatically. It adjusts itself to the 
load, and once installed the manufac- 
turers claim it needs no further atten- 
t on, 
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Backed by 


“Square 








Dealing” 





Live dealers everywhere 
appreciate the policy 
back of Hercules Giant 
Spark Plugs. 


It includes every help 
to make sales—store dis- 
play, folders, national 
and farm advertising to 
reach every car owner. 


We are more interested 
in helping you make sales 
to owners and building up 
satisfied customers than 
we are in ‘stocking’ you 
with plugs. 


One Hercules - sale 
makes another. 


Write for the Hercules 
Dealer's Proposition. 
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‘OVERLSIZE 
means longer lite - 


surer service Shane 
power fo your en Sine 





quip omplete with HERCUL _ 


s 4 not only get longer, better service 

-they actually s stop compression le ies 
and eliminate porcelain breakage. 
Millions in use prove it. Spark Plug 
Size Chart for every sort of engine on 
request. Eclipse Manufacturing Co., 


Indianapolis, U. S. A. 





This is another of the thirty-million Hercules 
Advertisements that will reach -every car 
owner through leading weekly and monthly 
magazines and farm papers during 1920. 


Eclipse Mfg. Co., Indianapolis, U. S. A., Makers of 


HERCULES 


GIANT SPARK PLUGS 


lll 





~ [Notes of the Retail Hardware Trade 


GADSDEN, ALA.—The Sitz Hardware Company has moved 
into its new store building. 

MAMMOTH SPRING, ARK.—The Palmer Hardware Com- 
pany stock is now owned by Spurlock & Weber. 

AMERICUS, GA.—The Cogdell Hardware Company, Inc., 
‘has gone into the hardware business. 

EDWARDSVILLE, ILL.—E. G. Kriege has purchased the 


hardware department of W. C. Kriege & Co. and is now 

occupying new quarters at 108 North Main Street. 
NEWTON, ILL.—J. F. Weber is purchaser of the stock of 

Catalogs requested on a line of elec- 


Charles H. Albright. 
trical supplies. 

OTTAWA, ILL.—The Jordan Hardware Company, estab- 
lished in 1840, is putting in a new store front. 

STRASBURG, ILL.—Chris Kircher has bought the hardware 
business formerly conducted by Alexander & Stierwalt. 

WAUKEGAN, ILL.—The Hull hardware stock has been pur- 
chased by Burke & Wright. 

KoKOoMO, IND.—The Armstrong Landon Company has in- 
creased its capital stock from $100,000 to $300,000. 

CoLuMBus, Iowa.—C. A. Stephens has moved his stock of 
hardware to the building heretofore occupied by Thompson 
& Kelly. Both stocks will be combined. 

KANOPOLIS, KAN.—W. D. Sturgis has succeeded to the 
business of Sturgis Bros. 

LONG ISLAND, KAN.—The Utter & Dunsmore Hardware 
Company has commenced business here, handling a line of 
the following, on which catalogs are requested: Automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream separators, crockery and 
glass, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, pumps, ranges and 
cook stoves, sewing machines, silverware, sporting goods, 
tin shop, toys, games, wagons, buggies and washing ma- 
chines. 

LONDON, Ky.—McLemore & Adams have purchased prop- 
erty on which a modern store building will be erected. Cat- 
alogs are requested on automobile accessories, baseball 
goods, bicycles, buggy whips, builders’ hardware, building 
ig children’s vehicles, churns, crockery and glass, cut- 
ery, dog collars, electrical household specialties, furniture 
department, galvanized and tin sheets, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, wagons and washing machines. 

PRINCETON, Ky.—The Neel Hardware Company has dis- 

sed of its stock to Stephens & Jenkins, who request cata- 
ogs on a general line of hardware, housefurnishings, har- 
ness, implements, etc. 

WHITEHALL, MicH.—Martin R. Carr has retired from the 
hardware and furniture business of Gee & Carr. 


HAWLEY, MINN.—Torgerson Bros. are purchasers of the 
implement stock of T. B. C. Evans. The new owners re- 
quest catalogs on belting and packing, furnaces, gasoline 
engines, poultry supplies, pumps, wagons and buggies. 


LANESBORO, MINN —Anderson & Lodahl have commenced 
business here, dealing in buggy whips, cream separators, 
gasoline engines, heavy farm implements, lubricating oils, 
wagons, buggies and washing machines. 

St. Coup, MINN —The Appert Hardware & Implement 
Company has been incorporated by A. A. Appert, Celestine 
Appert and J. H. Bettendorf to deal in the following, on 
which catalogs are requested: automobile accessories, base- 
ball goods, belting and packing, bicycles, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glass, cutlery, dairy sup- 
plies, dog collars, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, heating stoves, heavy farm im- 
plemerits, héavy hardware, home barbers’ supplies, kitchen 


housefurnishings, lime and cement, lubricating oils, mechan. 
ics’ tools, paints, oils, varnishes and glass, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, tin shop, 
toys, games, wagons, buggies and washing machines. 

WELCOME, MINN.—The firm of Schirholk & Martens has 
been dissolved. Martens & Klein, successors, request cat- 
alogs. 

CULBERTSON, MONT.—Tanner & Best have disposed of 
their implement business to the Nelson Implement Company, 

SOMERVILLE, N. J.—Woersching Bros. will occupy their 
new quarters about April 1. 

CoLUMBUS, NEB.—The implement business formerly owned 
by Henry Lubker has been sold to Cattan & Pluggi. 

CULBERTSON, NeEB.—Hill & Wagner have taken over the 
hardware and implement business of W. & F. Kronbruch. 


LYNCH, Nes.—Henn Brothers are purchasers of the hard- 
ware stock of W. J. Walker. 


BROOKLYN, N. Y.—Arno Teumer has purchased the hard- 
ware store of J. Levine at 363-A Wilson Avenue. 

DODGEVILLE, N. Y.—Grover C. Smith has added a line of 
housefurnishnigs, paints, stoves, ranges and heaters to his 
stock of plumbing and heating materials. Catalogs re- 
quested on above lines, together with catalogs covering a 
general line of hardware and store fixtures. 


HILuLssoro, N. D.—The Hillsboro Implement Company is 
purchaser of the stock of John E. Paulson. 


GRANVILLE, OHIO.—H. E. Lanson Hardware has taken 
over the hardware business of John Geach. The new owner 
contemplates increasing the lines handled at the present 
time, and requests catalogs on automobile accessories, bath- 
room fixtures, buggy whips, builders’ hardware, building 
paper, churns, cutlery, dog collars, fishing tackle, heating 
stoves, linoleum, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
ranges and cook stoves, refrigerators, shelf hardware and 
washing machines. 


IRONTON, OHI0.—The Central Hardware Company is now 
occupying its new store building. The concern does both a, 
wholesale and retail business. 


LANCASTER, OHIO.—S. E. Wilkins has started in the hard-, 
ware business at 441 East Main Street, and requests cata- 
logs on bicycles, children’s vehicles, automobile accessories, 
cutlery, electrical household specialties, aluminum and gal- 
vanized ware, ranges and heating stoves, mechanics’ tools, 
paints, oils and varnishes, refrigerators, shelf hardware, 
washing machines, prepared roofing, etc. 

SANDUSKY, OH1I0.—Frank A. Ross has bought the stock 
of stoves, hardware, furnaces and housefurnishings from 
his father, Charles Ross, who has been established in the 
hardware business for the gee 42 years. Catalogs re- 
quested on tools, fishing tackle and sporting goods, also on 
a line of 5 and 10 cent goods. 

CUSHING, OKLA.—The stock of John Honea has been sold. 
McNeil & Son are the purchasers. 

FREDERICK, OKLA.—The Stofer & West Hardware Com- 
nany has succeeded to the business of the Massie Cole 
Hardware Company. 

LAMAR, OKLA.—The Lamar Hardware & Furniture Com- 
pany has been incorporated with a — stock of $12,000 
by J. E. Summers, I. S. White and B. C. Robinson. The 
concern will deal in automobile accessories, belting and pack- 
ing, bicycles, buggy whips, builders’ hardware, building pa- 
per, churns, crockery and glass, cutlery, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furni- 
ture department, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, wagons, 
buggies and washing machines. Catalogs requested on @ 
general line of furniture, harness and housefurnishings. 

CoupDERSPORT, PA.—Barnes & Grabe have disposed of their 
hardware business to the Fisk Hardware. 


ALEXANDRIA, TENN.—The Dinges Hardware Company has | 
s~ffered a fire loss. Wid 
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